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A Press Misinformed About Shoes 


VIDENTLY the American people believe in the 
policy of tariff protection for their home indus- 
tries. Experience has shown that high tariff 

periods produced better times. It develops higher wages, 
more regular pay envelopes and greater purchasing 
power and the experience of the 
past may be duplicated again. 

But something else goes with these elements and that 
is higher prices for commodities. Even that may come 
over the long pull but the immediate concern is for the 
American public to continue its consumption of all goods. 
What a dangerous thing a buyer’s strike at this time 
would be! 

All over the country, editorials are to be found in daily 
papers, with this lead paragraph: 

“Of course we all could go without shoes, if we had to. 
And that is about the only way the consumer can beat the 
game if the Grundy tariff steal becomes a law. Other- 
wise, by the time we pay for shoes for the baby and the 
rest of the family, there won’t be much money left to 
buy other clothing. 

“Perhaps we should not grumble. Didn't Washing- 
ton’s soldiers march with bare and bleeding feet over the 
ice at Valley Forge? Should we be less patriotic? 
Obviously, the Republican party cannot give the tariff 
profiteers a billion dollars a year unless we are willing 
to make sacrifices for the cause. 

“That $150,000,000 increase in the national shoe bill 
means that the average family will pay $5.50 more.” 

What a crime against common sense! What an un- 
kind thing to say! 

It seems to be a peculiarity of the daily press that 
whenever it has an opportunity, it fastens the stigma of 
profiteering on the shoe trade. The least of all indus- 
tries to profit by a tariff is the shoe industry. Take a 
look at the 1500 schedules and measure the increased 
costs in the majority of them and see the picture for 
yourself. It is preposterous to fasten any arbitrary 
figure as to the increase of the national shoe bill. 

If the public wants to practice extreme economy it 
can get shoes practically without leather. If the public 
were to buy shoes in such a way as to eliminate the waste 


So far so good 


in sizes and styles, it would save $500,000,000 in its 
national shoe bill, with or without the tariff. The 
elimination of waste is the only pure gain. 

The fact remains that the shoe industry has been the 
only major industry in the United States on the free slate 
It now simply stands in a new tariff on the 
American industries 


complete. 
same footing as other industries. 
have found that low tariff, low wages and low prices 
a win- 


of foreign competition have not been—in fact 


ning combination. 


er of the real thinkers in the leather trade has an 
idea that the present tariff as such is only an emerg- 
ency measure. He says: 

“When living conditions become internationally more 
level, and thereby production costs equalized, then we 
may welcome the competition of our neighbor countries 
on an equal basis, and tariff restrictions be removed ; but 
where wage conditions render possible importations at 
rates far below domestic costs, our industries and work- 
ers must suffer. It must also follow that we can pur- 
chase more foreign goods when our purchasing power is 
greater.” 

Our particular grievance is in the press attitude of 
“kicking the shoe trade around,” as if it alone was the 
perfect emblem of selfish industry. The truth is, tariff 
or no tariff, the American public gets the most for its 
money in shoes—always has and always will and the 
competitive set-up of our trade is such that the Ameri- 
can public will always get “its full money’s worth.” 

The shoe industry itself is not very articulate in ex- 
pressing its opinion to the American public. Neither 
does it speak with one voice. It is often meek and mild 
when it should be the reverse. It is “news-print-shy’’ be- 
cause it does not understand the use of a modern instru- 
ment that can be made to do a good job in the right 
direction, in acquainting the American public with its 
aims and ambitions and universal usefulness. 
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A few days in advance of a child’s birthday a letter 
is mailed asking the child to call at the store to 
markable achievement. 


receive a present. And how they come! 
L \ the juvenile shoe department of Kaufmann & 


Wolf, Hammond, Ind., a progressive department store 


TEN-TIME turnover in shoe retailing is a re- 
> 
It has been achieved in 


catering to the general trade of the famous Calumet in- 


tands Ace High 
with Kidd 
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Noble Miller, of Kaufmann & Wolf, Has a 


Thousand Loyal Boosters Among the Little 
Folks of Hammond, Ind.—AND HE TURNS 


HIS SHOE STOCK TEN TIMES 


dustrial district, where Illinois and Indiana meet at the 
foot of Lake Michigan. 

Under the guidance of Noble Miller, manager of 
shoe department, the volume of business in children’s 


shoes alone approximates $50,000 annually, and, conser- 
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Furnishings in the department supplemented the interest created by the birthday gifts. 
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More than a thousand children responded to the invitations extended by Kaufmann ¢r Wolf Company for its Children’s Radio 
Club party. 


vatively, involves turning the stock investment at least 
ten times. Were you intimately acquainted with Mr. 
Miller he might confide in you that the investment is 
turned twelve times—not ten. 5 
The success of this department is not attributable to 
any one thing. Primarily, it is based on two cardinal 
principles that make for success in any retail line. One 
of these is concentration on a line of merchandise in 
which the public has shown faith by repeat purchases. 
The other involves the use of modern, practical shoe 
merchandising methods. Mr. Miller believes in both. 
Steady adherence to the first of 
these two principles is attested by 
the fact that Kaufmann & Wolf 
have been merchandising the shoe 
line involved for 31 years. 
their salesmen, who has been sell- 
ing these shoes for 29 years, 
states that he is now fitting 
them on children of cus- 
tomers whom he fitted as 
children years ago. 
In cultivating the juvenile 
shoe trade, Kaufmann & 
Wolf have not only con- 
centrated on one shoe line 
embodying proper 
fitting and service. 
They aggressively 
gone after business by the 
use of mail and newspaper 
advertising, and they have 
found it highly profitable to 


One of 


style, 
shoe 
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capitalize upon a radio club plan inaugurated by the man- 
ufacturer of these shoes. This plan has enabled them 
to build up a mailing list of the highest grade of more 
than 1000 children’s names, and to organize a children’s 
birthday club, which is constantly growing and which 
has at present more than 800 members, each one of 
whom has bought shoes one or more times. 

When adopting the radio club plan last December, the 
Kaufmann & Wolf 
children’s party, at 


was host to 
the 
balloons and snapper-crickets were distributed. 


company a gigantic 
form of 
The 
star attraction at the party was 
“Uncle Bob” Wilson of radio sta- 
tion KYW, who has earned nation- 
wide fame through his Curb-is- 
Club, has 
more than a half-million members. 
More thousand 
children responded to the 
literally 


which souvenirs in 


the-Limit which now 


than a 
party invitation, 
swamping the main floor of 
the huge store, and it was 
necessary to transfer the 
party to a large auditorium 
fourth floor of the 
Here Uncle Bob 


children 


on the 
building. 
the 
very happy hour and a half. 


Ni 
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and spent a 
Though it was a big under- 
taking, Kaufmann & Wolf 


feel that it was well worth 


~~) ae 


while. It brought potential 
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Making Men in the Street 
STOP, LOOK and BU 


By 
HARRY R. TERHUNE 
Field Editor, Boot and Shoe Recorder 





HIS trick of stopping the crowd and doing it closed, many real selling talks are carried on with those 
in a way that will cause substantial men to look outside, especially when young folks are out wind 
at your windows is a real art. When bank presi- shopping. When the transom is left down, everything 
that is said in the store doorway, is carried back 
the rear of the store with startling clearness. | 
Talking Man has proved himself to be an outstand 
first class piece of constructive advertising. 
As this is written a shoe is being worn out in ! 
window, through a mechanical process. A prize « 
new pair of shoes goes to the person whose gues- 


dents and college professors go out of their way to com- 
pliment a storé on the cleverness of its stunts, that store 
has mastered the art. Paul Barcroft is one of the mer- 
chants who have contrived in this way to keep people 
talking about the store he looks after in Atlanta. 

As an example of original thought, Barcroft’s latest 
one, the Talking Man, is decidedly clever. Barcroft 
has no patent on this one, but he should. In the door- nearest to the number of miles of wear this shoe 
way of the store stands a cardboard cut-out of a happy, receive, before the outer sole is worn through. 
sporty individual, about five feet tall. Concealed be- 
hind him is an amplifier. A wire running to the rear 
of the store allows one to sit back there while talking forth on a piece of sandpaper. Over it is a regu 
to the passersby. In a store catering to the good trade, automobile speedometer that shows the speeed, but | 
this must be done in a very careful manner. The con-_ the total mileage covered up. These signs around 
versation must be bright and snappy, but nothing that moving shoe, tell a complete story. 

“What mileage do your shoes give?” 

“A pair of shoes will be given to the person guessi 
nearest the correct mileage when the sole is w 


N this case, the public sees a shoe rubbing back ; 


will offend anyone. 

It was the president of a local bank, who, after he 
had had a couple of minutes conversation with the 
Talking Man, came into the store to praise the origi- through.” 
nality of the idea. In the evening, when the store is “Make your mileage guess inside.” 
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Right in the vestibule is a table. This has a number 
of blank cards on it for those who wish to register 
their guesses. Estimates are dropped into a slotted box. 

Without going into any details as to how the con- 
trivance is rigged up, let’s just state that the shoe is 
so weighted down that one movement across the sand- 
paper about equals the wear that an ordinary man will 
give a shoe in one stride. This machine is so geared 
that so many rubs will equal a mile of walking. 


A’ OUPLE of professors at Oglethorpe University 
were in front of the window the other day, figuring 
out the exact distance, through some such methods as X 
plus Y minus Z, equals??? Nearly every man at the col- 
lege has figured out an estimate. The Rubbing Shoe 
is something that appeals to nearly every man, from 
those mechanically minded to the ordinary man in the 
strect. It gives them something to reason out. 
Attracting people to the window is all right in a 
way, but to know what they think of a store is another 
story. Barcroft has now, over 5,000 signed cards, tell- 
ing him why people trade with him and why they do 
not. All of these men are carting around a stub which 
was on their ticket and which has no value except to 
show their friends, and so boost the game even more. 
Just see the letters that can be written to these 
men, in answer to what they wrote on the cards! It 
is the intention to write a personal letter in direct 
answer to each card. Some job—but what’s work to a 
crew who are keenly interested in the success of their 
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Some shoe men may say it’s undignified to resort to devices to stop the crowd 
and make folks look at your windows. But bankers and college professors l 
found Paul Barcroft’s stunts sufficiently interesting to deserve their notice. , 
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store. If a man thinks enough to make a guess, he 
should be a good prospect, worthy to receive a reply. 
This next stunt should appeal to the thrifty folks. 
But—on the other hand—if a merchant has a reputation 
for being close, the chances are that this won’t work. 
A brand new shoe, which had this printed on the at- 
tached card, was started out. “Be a good sport. Put 
your business card on the string, and pass me along. 
Please bring me back to the Florsheim store Feb. 28.” 
The shoe came back promptly on the day set, with some 
80 cards of Peachtree Street merchants attached to 
the long shoe laces. On the sole of the shoe was 
printed, “$8.85 sale ends Feb. 28.’ Not a bad way 
of advertising a sale. And the shoe was not scratched 


or hurt in any way. 


OLLEGE men have been rather offish about coming 

to shoe demonstrations lately. The last time, how- 
ever, the biggest crowd ever, was there. A week before 
the demonstration, signs saying “He’s coming” were all 
over the campus. On the day of the show, these were 
changed to “He’s here at Tech Commissary.” It 
brought them in. 

A perfectly good shoe, left in the vestibule, will 
always collect a crowd. Invariably, a discussion will 
start as to why it is there. Some will say that it is 
nailed down or charged with electricity. Then some 
wise one will give it a kick, and that show is over. 
If you have read this far, perhaps you will surmise 


that business is good in this store. 






A window device to 
wear out shoes me- 
chanically, showing 
miles of service, 
caught attention. 

















Double Men’s Shoe Sales 
through SHOWMANSHIP 


By BERTRAM H. CARTER 


“If P. T. Barnum were alive today he could be a 
very successful shoe merchant,” declared Bertram H. 
Carter, authority on men’s wear advertising, in an 
address at the Joint Styles Conference. 

“The average shoe store window is the same today 
as it was twenty years ago. There is symmetry in 
the display but that is about all. | see nothing but 
shoes, more shoes and still more shoes. We need 
more showmanship on the part of the shoe merchant. 


“The normal amount of business that we anticipate 
for fall can be doubled if the shoe merchants of 
America will put in more attractive windows—win- 
dows that will make the crowd stop, look and listen 
and urge men to buy.” 


HE neat appearing man is clothes conscious of course, but I 

do believe that while he thoroughly appreciates color har- 

mony or color contrast in his ensemble, he is apt to be willing 
to wear black shoes with any color suit. This is so for several 
reasons; one is that unquestionably the black shoe has a certain 
amount of dignity unapproached by any other colored shoe; second, 
because this black shoe so well serves as an “all around” shoe to be 
used for all occasions and third, a black shoe retains its neat appear- 
ance better than say the russet shoe. 

At this very point I would like to criticize the shoe retailer and 
also the shoe manufacturer who have encouraged this field during 
the past few years. The subject of price 
is not a vital one. A man or a woman 














will pay any reasonable price for a shoe 
that has the dppearance and the comfort 
(with emphasis on comfort). I believe 
most good shoes are made for comfort 
and no longer do we have called to our 
attention the comfort of the old shoe. 
To the contrary, the new shoe that 
properly fits the foot supports the foot 
where it needs support, this you know, 
of course, and the consumer knows it 
too—something that he or she would not 
admit as recently as five years ago. ’ 
It has been my privilege to observe ree aaneee Ms weve 
= mee ) gloves match his shoes 
activities in men’s apparel over a period and why shouldn’t a 
wide-awake shoe mer- 
chant feature gloves, 


ten hats for the well dressed man; a belts and buckles along 
with shoes? 


leading men’s belt manufacturer advo- 
cated four belts for the well dressed man 


of years. Recently a leading men’s hat 
manufacturer advocated a wardrobe of 
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and not so long ago I noticed an advertisement stating 





the well dressed man should have at least six pairs of 
shoes. Now this is a strong indication of how much 
there is lacking in the proper coordination that should 
exist in the men’s apparel industry. I know of no effort 
having been made by leading manufacturers of the com- 
plete ensemble for men getting together, sitting around 
a table to determine what is correct for Fall or next 
Spring and making sure that each part of the ensemble 
is as it should be and that they all combined will be 
stressing the same colors, the same textures, the correct 


dress for occasions, etc. 


HERE is a National Men’s Wear Show to be held 

the week of September 15th in the Grand Ballroom 
of the Hotel Astor, New York, in which already a dozen 
or more of the leading manufacturers have actually got 
together in an advisory capacity to hold a consumers 
Men’s Apparel Show along the lines of the Automobile 
Show, Motor Boat Show, etc. It is the first time that 
I know of where there seems to be a desire to get to 
gether. I cannot understand why this “getting together” 
had not been done before. | strongly urge that a Men’s 
Wear Council be formed that will function twice a year 
for the creation and promotion of correct styles for men 
from head to foot for the coming season. 

Men’s shoes have been permitted to lag far behind 
the rest of men’s apparel. Manufacturers of clothing, 
hats and other apparel have been advocating color 
harmony and dress for the occasion, whereas the average 
shoe merchant has been content with allowing the black 
Too often do I see, 


The 


wide-awake shoe merchant featuring women’s shoes is 


shoe to be worn with a brown suit. 
brown hat, tan coat, tan gloves and black shoes. 


now doing quite a business in selling handbags to 
match the shoes. Why shouldn’t a man’s gloves match 
his shoes or vice versa; then why shouldn’t a wide 
awake shoe merchant feature gloves along with shoes; 
why shouldn’t he feature men’s leather belts and buckles. 
The belt is supposed to finish off the top of the trousers 
and at the same time harmonize with the color of the 
suit. Why shouldn’t this man finish off the bottom of 
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A Pair of Blacks, a Pair of Tans, a Pair of Sports 





in 


THREES 


his trousers with a pair of shoes that will also harmonize. 


Picture a rust brown suit with a russet brown belt 


and gold buckle and russet brown shoes. The live-wire 
shoe merchant of today is selling garters and hosiery. 
Many of the better grade stores are selling a new prod 
uct called “Tecs.” A soft material to wrap around the 
shoe to protect it in the closet or in traveling 

Spats have showed a tremendous increase in sales 
this past year and it is anticipated an enormous business 
for this coming Fall. It is a fact that the haberdashery 
store is increasing its sale of spats while the average 
shoe store is showing a decrease. Spats used to be for 
only the “Dude” but like the wrist watch they are now 
considered masculine and are worn by the “he man” with 
a clear conscience. 

The average man only makes one visit to a shoe store 
a year, sorry to say, but, with accessories such as men 
tioned above. this man would have occasion to visit the 


shoe store at least two or three times a yea! 


HE average shoe store window is the same today as 
it was twenty years ago. I have tried to see the dif 
ference but {ail to find it. There are exceptions, of course, 
but the average is simply a catalogue of what’s inside 
the store. There is symmetry in the display but that is 
about all. I see nothing but shoes, more shoes and still 
We need more showmanship on the part 
know that if P. T. Barnum 


successful 


more shoes 
of the shoe merchant. | 
shor 


were alive today he could be a very 


merchant. He would put in windows that would cer 


tainly attract the crowd. He would get some girls from 


Hollywood or put in some toy airplanes or some other 
thing that would seem rather silly to you and me, but 


human nature 


he did know The buying public can be 


seen standing for hours watching a steam shovel o1 
stopping at some ambulance that has backed up to the 
curb or will watch an airplane or observe a toy auto 
mobile on the sidewalk and yet will skip by a shoe 
window as though they were in a hurry. 

Men will stop to look at a shoe window ifthey are 
Men are better dressed than ever before 


[TURN TO PAGE 68, PLEASE] 
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A Common Sense View 


OW fortunate the shoe business is that it repre- 

sents a commodity in daily use, that has no 
hook-up with installment paying and all the extrava- 
Shoes are 
an honest commodity, sold in an honest way and there 
is no high pressure involving the customer in payments 
from now on—week by week—until the burden be- 
comes intolerable. 


gances and wastes of deferred payment. 


A vast wave of common sense has hit this country in 
the public’s view of some commodities. Perhaps the 
final result will be a better balancing of commodities 
that the public selects. In that new readjustment, shoes 
may come in for a better understanding as well as profit 
and prestige standing. 

John J. Consumer cannot buy another radio, vacuum 
cleaner, washing machine, rug, refrigerator, automobile, 
fur coat, diamond necklace, or junk that he does not 
need or cannot pay for. He sees his finish. He knows 
that his limit has been passed. His mortgage, his 
taxes, his burden of interest on deferred payments has 
become unbearable. Not one additional cent can be 
Should misfortune befall 
him, a sudden emergency requiring the immediate out- 
lay of cash, he is sunk without trace. 


squeezed out of his salary. 
“Easy payments” 
mean “easy ruin’ to the poor chap. 

High pressure salesmanship (?) has sold him too 
many “things.” The style mania has loaded him down 
with too many “things.” Keeping up with the Joneses 
has put him into a most unhappy situation. He is 
swamped. He is all through buying “gold bricks.” 

Everywhere the people are retrenching, buying less, 
less and less each day. Sanity has returned to the land. 
And that, no doubt accounts for most of the business 





depression. 


The villian in the play is the craze for anticipating 
wants and payment deferred. 


4 ty ty 


“ ° ” 
Beating Last Year 
‘*f AST year we shipped umpty millions! 
year we must ship umpty-ump millions! 
the salesmen in for a pep meeting. 
creased quotas. 


Give ’em all 
Tell ’em every mother’s son of 
has to git an increase or hunt another job.” Hay 
delivered this ultimatum the Big Business Boss 
to the golf course where he swells and brags to ot 
3ig Bosses about the Big, Big Gains his com] 
is making. 

The salesmanager cracks his whip over his 1 
and the salesmen hop to it. Every man pumps up 
high pressure tank and goes after his customers w 
the energy of despair. Last year, he knew, he ov 
sold and high-pressured all along the line to get 
quota—increased from the year before. This year 
must sell them still more or lose his job. 

Quotas! 
per cent to get a 10 per cent increase. 
last year.” 


Gains! Increases! Expenditure of 
“We must b 
(Incidentally we must have a fine show! 
for the stock holders.) “We must get it out of t 
dealers somehow.” (And how they are to dispose 
the stuff is none of our concern.) 

What does all this craze for gains amount to in t! 
finals? Gains without profits in most cases. “\W 
gained umpty-ump millions last year.” Yes, and ho 


much money did you make? 
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It has been a favorite habit of many wise- 
acres to blame stock speculation for the condition. 
Gambling in stocks has not been wholly the cause. 
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All that showing of “successful operation” to tickle 
stock holders without accompanying dividends. Per- 
haps another issue of stock to be unloaded. The suck- 
ers will buy if the prospectus is elaborately printed and 
sufficient high pressure is put behind it. The brokers 
with their crew of high pressure salesmen will get the 
money. Never fear. 

High pressure methods have gone their limit as far 
as the people are concerned. Retailers have continued 
to “beat last year,” and increased their pairage and 
tonnage until the end is in sight. Now get back to 
“pair by pair” at a profit, let the volume come as it may 
then the wholesome wants for goods properly satisfied 
by stores rendering a worthy service. 


le 


Need for Accurate Terms 


HERE is a real need for clarification of definitions. 
For example—“What is a chain?” A merchant 
who buys vim, vigor and financial vitality has a capacity 
for running more than one store—would you say he 
operated a chain or a branch system? We make an 
effort to get a few simple definitions into general use. 
Here they are: 

Goods merchandised through stores in retail quan- 
tities are sold under the following classifications : 

Independent Store: A store owned, operated and 
merchandised independently 
by a merchant who ventures 


other independent stores in the ownership of a co- 
operative merchandising organization. 

Ownership Group: Two or more stores owned and 
administered by one interest but operated and largely 
merchandised separately. (The ownership group is 
often classed erroneously as a chain.) 

Branch System: A parent store with one or more 
smaller branches within a trading area and merchan- 
dised from the parent store. (May be an independent, 
or an associated independent or a member of an owner- 
ship group. ) 

Store Chain: A group of stores, owned, operated and 
merchandised centrally. (National chain—of national 
interest ; local chain—of local interest.) 

Manufacturers Chain: Owned, and operated by a 
manufacturer and used as an outlet for a!l or part of 
his production. 

Commissary Store: A store owned and operated by 
an industrial plant whose main object is not for profit 
but for service and economy to its employees. 

Can you suggest any better definitions than these? 


Mn te tn 


Shoes Holding Up 


ECLINING commodity markets are noted the 
world over in mass merchandise and mass farm 
products—but one item seems to be holding its own— 
shoes plus fitting service are 


maintaining price-levels be- 








in his own behalf. 

Associated Independent: 
A store owned, operated 
and largely merchandised 
independently but which 
associated with 


may be 
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selling right. 


efficient. 


merchant mind. 











It contains facts of 


—Good News— 


“I wish to compliment you on the 
articles appearing in the Boor Anp 


interest and benefit, such as we in the 
retailing business are interested in. 
I would be glad to see articles pertain- 
ing to color and fabric fashion trend.” 
Homer R. Waddell, 
Smart & Waddell, 


It is true that if a merchant buys 
right then he is well on the road to 
The two functions lead to 
profit and prestige but both must be 
That’s one of the reasons why 
the timely presentation of fashion trend 
in the Recorper clicks so well in the 


Feut- : 


cause of the extra service 


rendered. The entire world 
is not only better shod, but 
better shoe conscious. No 
other article of apparel en- 


joys as high a rating. 





Marion, Ohio 





—<—<—< 
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President. 
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When EXPERIENCE | 


By MURRAY C. FRENCH 


IM BOWMAN ushered a nervous young man into 
Bowman and Son’s back office. 

“Well, Mr. Warren Temple,” Jim began pleas- 
antly, “my son Charley and I have talked things over and 
have decided to give you a job. You can start today if 
you like. Your salary will be $25.00 plus your P. M’s.” 

“Thanks, Mr. Bowman,” said the young man, “and 
I presume I can count on a raise next spring when I’ve 
had more experience.” 

“H’m, don’t quite see how I could promise that,” 
Jim Bowman answered. 

“Well ...ah... you see, after I left you the 
other day I went over to Barker Brothers and they said 

they would start me at $25.00, 
give me $27.50 in the fall and 
$30.00 next spring.” 

“Yeah? Nice place to work, 
Barker Brothers,” Jim ventured. 

“But hang it all, I’d rather 
work here! Your store has 
such a good reputation for keep- 
ing its word.” 

“So? Maybe you're interested in knowing how to 
acquire such a reputation. Yes? Never make any 
promises. Let’s examine Barker 
Suppose when fall comes it’s evident you don’t deserve 
a raise. Would they give it to you anyway?” 

“Well, they promised it.” 

“So they did! But if you’re the sort that expects 
periodical rafses whether you’re earning them or not, 
And if you think we would hold 


srothers’ promise. 


we don’t want you. 
back a raise you deserve, then we don’t want you 
either.” 

“Furthermore,” Jim continued, “there is no assur- 
ance we would even keep you at all. And if you didn’t 
make the grade at Barker Brothers they would let you 
out also, regardless of any promises they might have 
made. Don’t you suppose so?” 

“Yes, I guess you're right.” 

“So the main difference between Barker’s promise 
of a raise and our offer of a job with no promises is 
this: They are quite likely to be compelled, for var- 
ious unforeseen but legitimate reasons, to refuse to do 
something they had said they would—to break their 
promise. 

“That’s a serious thing! 
were invented simply to make sure that 


Mortgages 


unexpected events would not prevent perfectly hone: 


men from keeping their promises. 

“The salesman’s promises to the customer cause 
as much trouble. Just because a thing is probab 
no reason for promising it. Hon- 
estly, it seems that half the shoe 
salesmen think salesmanship con- 
sists in making a lot of prom- 
ises which they hope the cus- 
tomer will forget. For instance: 

“*This will positively be the 
most comfortable shoe you ever 





wore.’ 

‘““*This $8.00 shoe fits as well as any $12.00 sh 
town.’ 

“*This is the finest patent; it won’t crack.’ 

“*T’ll have a new green shoe in next Thursday 
will just fit you perfectly.’ 

“Most of those statements are just plain lies. Al 
them are definite promises. No 
discount everything a salesman says fifty per cent 

Warren spoke up eagerly: 
in a good store like this to keep from making 


wonder 
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customers 


“A man needs experieice 


Jim Bowman says: 


“The ‘Old Timer’ is headed for the bone yard if he does not have 
in his organization men whose thinking is not hampered by too much 
experience. 


“Experience is the foundation of every shoe man’s success. 


Istthe WORST TEACHER 


But too 


many of us use experience as a foundation on which to rest instead of a 


foundation on which to build.” 


promises. [xperience, they say, is the best teacher.” 


“Young man, mark my word! Experience is the 
worst teacher, the most unreliable teacher, the most 
expensive teacher, the most deceptive teacher ! 

“Take your own case. Your hand writing on your 
application is bad, terrible, in fact. You are twenty- 
five years old. It’s safe to say you have been writing 
more or less every day for the past twenty years. 

“Think of it! 
Yet your penmanship is no better than that of an ordi- 


Twenty years experience at writing! 


narily dumb twelve-year-old child.” 


“You see,” Warren explained, “I never paid much 
attention to my hand writing.” 
“Ah, that’s just what I was coming to. 


a man learns depends on how much attention he pays 


The amount 


to what he’s doing, rather than on the number of years 
he’s spent doting tt. 
“Does the man who eats the most have the best table 


manners? No, it’s the one who’s noticed and copied 
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other people’s good manners. Does the woman who 
has been singing twenty years sing better than one 
who’s been at it ten years? It all depends. 

“If experience were a good teacher then all of us 
old time shoe merchants, with our reputed wealth of 
experience, would be successful. 

“Yet the opposite is only too 
true. The old timer is headed 
for the bone yard if he does not 
have in his organization men 
whose thinking is not hampered 
by too much experience. 

“Lew Hahn puts it this way: 

‘Stores grow in youth, flourish 
in maturity, then decline.’ That's 
true of stores; it’s equally true of salesmen. 

Experience breeds contempt for initiative. 
ence fosters self 
small voice whispering, ‘Do it the same way you did it 


Experi- 
satisfaction. Experience is a still 
last year.’ Experience tends to make the mind a 
closed shop, where new and strange ideas are not al- 
lowed to work. 

“Last week a salesman asked me for work. He had 
sold shoes for twenty years in possibly twenty stores 
good stores, many of them. That man had rubbed el 
bows with hundreds of high class salesmen, with every 
chance to had 
many fine systems, with the best opportunity to know 


learn their ways. He worked under 


the good points of each. He had experience, plenty of 
it, and he boasted that his experience would make him 
a valuable man here. 

‘But the very fact that this fellow had had all these 
opportunities and was still looking for a job told me 
this: Here’s a man who is simply leaning on his exper- 


ience. He’s quit trying long ago. He’s had too much 
experience moving, not enough sticking. 

“Not for me! 
like you with just enough experience to let him know 


that he’s adapted to selling shoes. 


I’d much rather hire a young man 


“You wonder why [| am telling you 
all this. 
press on you that length of service is 


Just because I want to im- 


no measure of a man’s worth. 


[TURN TO PAGE 78, PLEASE] 





THE BUSINESS >>> 
CRIME COURT 


By HAROLD WHITEHEAD 


When a retail business is run at a loss, who loses ? 
The merchant merely ? 


District Attorney Flinn argues in this week's installment of “ The 
People vs. James Phelps” that the entire industry has a stake 
the success of every individual retailer. 


Is he right or wrong? What's your verdict ? 


day of the trial. The evidence both for and against the prisoner | 

Phelps was so strong that no one seemed able to gauge the merits « 

case. In consequence, it was felt that the summing up by Counsel would lx 

deciding factor in the verdict, whatever it was. Hence the crowded court 
When the usual hum of whispered conversation had ceased Judge Braddock 

looked at the district attorney and said in unemotional tone, “You will ; 


y VHE Court room was full when Judge Braddock entered on the { 


proceed, Mr. Flinn.” 

After an impersonal glance at the prisoner, the district attorney picked | 
sheaf of notes; he then arose with his quick characteristic jerk, and 
the Jury began: 

“Gentlemen of the Jury. Your close and careful attention to the evi 
which has been presented to you in the State’s case against the prisoner, 
Phelps, is most appreciated. Also, gentlemen, it is encouraging, for your ol 
concentration on the facts disclosed must have convinced you of the unquest 
guilt of the prisoner. 

“Were it not for the most skilful handling of the prisoner by my | 
brother, Mr. Brent, I should feeel it unnecessary to address you. In the int: 
of justice, however, and to prevent your mind being diverted by the economic red 
herrings which counsel for the defense has so cleverly dragged in, I will r 
the evidence and, I hope, remove any possible misconception that might 
crept into your minds. 

“The prisoner is charged with the business crime of buying in such 
quantities from a very large number of vendors as to make his business unp 
able. As you well know, gentlemen, in the Court it is a crime to knowingly, 
sistently and wilfully conduct a business which causes a financial loss t 


community. 
“Tt may be contended that if a business is run at a loss, the owner i 
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one who loses, and in consequence it is his own status 
Whenever a busi- 
Let me 


which is injured. That is not so. 
money the community 
Suppose A sells goods to B at a price which 


ness loses suffers. 
illustrate. 
causes A a loss. 
C at an excess price to equalize matters. 


men, is a business crime against C—for C is robbed to 


To offset the loss A sells goods to 
That, gentle- 


make up the loss caused by the transaction with B. 

“The crime in the case before you is even worse than 
the hypothetical one mentioned. Not only did the ven- 
dors who sold to the prisoner lose money, but the pris- 
oner himself had placed himself in a position wherein 
only the generosity of two vendors saved him from 
bankruptcy. I refer of course to the evidence given by 
the witness Lothrop and by the witness for the whole- 
saler who followed Mr. Lothrop. 

“You might ask, ‘But what if the prisoner did fail? 
He merely ruined himself.’ Let us see if this is so. 
To begin with, any loss incurred by the vendors on 
a final settlement of less than 100 cents on the dollar 
is paid by all the other customers of vendors. Pad 
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debts are assessments on the profits of successful mer- 


chants. It is a business crime to cause this financial 
loss to business men who by their ability and hard work 
are building up the welfare of their community. 

“Then again, when a retail merchant sells goods at 
less than a fair value he injures the reputation of other 
retailers in his community. Suppose a merchant sells 
goods for invoice cost—you may say that the public 
gains thereby for they can buy more value for their 
dollar. But no one can stay in business and sell at a 
loss, so that man who sells at cost, or at too low a price, 
eventually fails. 

“But while he is so selling, other retailers suffer in 
two ways. If they do not meet the competition they 
cannot get the volume they are entitled to, and if they 
do meeet it, they in turn lose money. ‘Then, the public 
may believe that the fair price merchant is charging 
that the 


The 


too much whereas the truth is unfair mer 


chant is not charging enough. unfair trader's 


competitors suffer illegally, both financially and ethi- 


[TURN TO PAGE 74, PLEASE| 





The Worm Has Turned 


Garb of Man This Summer Is in Process 
of Change—Shoes Lead the Way 


HY should a man wear a heavy suit, constant 


vest and go about in a sweltering sun in the 
garb of an undertaker? That’s a question that 
is going to be answered, in part, this summer. In shwes, 
at least, hidebound custom is being challenged. 
o 


Tradition is a binding thing. A hundred years of hot 
coats, vests, pants and black tonnage of apparel is about 
% to be changed—not in one revolution of dress but in the 
slow, gradual appreciation and acceptance of cooler 
~\\ gn clothing and footwear. 

_— a Why should women be given all of the dress com- 
a a forts of the one season in the year wherein all parts of 
the country have in common a hot temperature? Can 

it be said that woman is the more sensible sex? 
Hail the day when man will remove his coat, change 
his collar and tie and dress in keeping with the season 
Progress is being made this year with greater speed 











than ever before. 











Veterans in the trade will remember a former editor 
of Boor AND SHOE REcoRDER, who, a generation ago, 
kept in his desk a punch, hammer and last. Every visitor 
would be sold the idea of punching three holes in each 
shoe for ventilation purposes. The holes were made 
in the hollow of the arch, just above the inner shank. 
That little trick of ventilation was perhaps the beginning 
of what today is a self-evident development toward cool- 
ness and ventilation in men’s footwear. 

Shortly after that time, an inspired shoemaker in 









































Argentine put a valve just above the heel seat, pier 
the counter and outer leather of the shoe. The 1 
had a canal down its length with an air outlet unde: 
arch of the foot and under the toe cap. To prove t 
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of hot 
3; about 
in the 
cooler 
$ com- 
arts of 


> Can 


change 


season. 
speed 


editor 
Nn ago, 
visitor 
n each 
made 
shank. 
inning 
| cool- 


the shoe actually functioned as a ventilating system, the 
ingenious inventor inserted a whistle in the outlet. Lo 
and behold, with each step and each pressure of weight 
on the foot, the wind whistled through. That marvel- 
ous invention died for want of fanatics. 

It was then left for one of the remarkable shoe men 
of the last generation to develop the barefoot sandal and 
later the ventilated shoee for men. That manufacturer, 
some twenty years ago, sold hundreds of cases of these 
shoes, but the only people who appreciated the simple 
It took 
courage in those days to wear a shoe that was not tra- 
ditionally black and tan and a tight leather box filled with 
foot, heat and perspiration. 

But now a new day has come. 


system of ventilation was the southern negro. 


Shoes in these pages 
are actually shoes selling in volume and advertised gen- 
erously in national publications. They are actually be- 
ing sold as summer types and they have a strong style 
appeal 

The garment trades take off their hats in appreciation 

of this major effort on 
the part of shoe men to 
change the habits of man- 
kind. We are to see this 
summer the beginning of 
a new common sense in 
men’s attire and the lead- 
ership in that movement 
is in men’s shoe stores. 
The first real comfort and 
coolness in shoe history 
for men is to be recorded 
as of the year 1930. 

As a means of protest against men’s conventional 
dress, the student body of Dartmouth College last week 
changed from long trousers to shorts. Such extremes 
all the more accent the need for moderate change. 

We have had lightweight shoes for five years but 
weight has nothing whatsoever to do with this new 
theory of air coolness. The style thought back of this 
shoe is a direct interpretation from the feminine styles 
but man has still a long distance to go before his shoes 
are anywhere to be compared to the coolness, comfort 
and healthful change of woman’s shoes. Skeleton-lined 
shoes have been with us for some years. 
The trend is definitely in the direction 
of change in types of shoes for summer wear. 


Now come 
unlined shoes. 
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Style Tips for Men 


Now that the stylists have concentrated on men’s 
smart leisure footwear, clever interpretations are 
daily coming to light. 

When the braided vamp was originally brought 
out, makers were a bit 
sceptical as to how it 
would be accepted. 
Some men said they 
just bought a few pair 
to sweeten up the line. 
Others said, “well they 
are something new and 
a few pair for window 
display will not harm.” 

But when the orders 

for special sizes and re- 

stocking appeared daily in the factories, the men’s 

makers went to work seriously to develop the idea 
further. 

Now the ventilated shoe comes into the picture. 
And the stage is well set to make outstanding types 
for summer and playground wear. 

The white shoe with the black sole and heel and 
narrow black stripping around the top and lacing 
line is considered one of the smart shoes of tha 
season. 

This season perforations are being used instead 
of overlays. This is a style feature trend of all foot- 
wear, doing away with the break of the line yet 
accomplishing decoration and racy effect. 

For the older and more conservative man, straight 
lines are employed. The punch detail goes through 
the lining as well as the outer leather, ventilating 
the forepart of the shoe. 

The moccasin vamp, the big item in this season’s 
sport shoes, is featuring smockings. These smock- 
ings are of mannish style. They are smart and effec- 
tive and are being bought even by conservative 
buyers. 

We lend our endorsement to the development of 
new style thought in men’s shoes and hope that every 
store will encourage the sale of these extra pairs, 
which will help provide the needed increase in men’s 
volume. 





He Challenges the Verd 


L. in person and in mental combat with Harold W1| 
e —that’s some card for this week’s battle of brai 
Recorder. Here we see the venerable founder of the B 
Shoe Recorder, W. L. Terhune, in the pink, square aw 
smash into Harold Whitehead in one victorious round of 


The editorial staff received the thrill of a lifetime i: 
this challenge from W. L.—his first contribution to the R 
in twenty-one years. Away back then, he wiped the ink 
fingers and decided to travel and to lead a life of great 


usefulness in other fields. He has organized and devel 


undertakings, including the famous Boston Square and C 
Club and in this letter from that address he tells of three 
nent attorneys going into a huddle with him in preparat 


this battle with Harold Whitehead. 


So with these kind words, we lead you into the fray 
now takes the page. 


HAVE been much interested in the 

Crime Court, the case of the People 
vs. Charles Green, as prepared for the 
Boot AND SHOE RECORDER by Prof. Har- 
old Whitehead. My interest was at- 
tracted as Charles Green is an old per- 
sonal friend of mine and knowing the 
man and his ability as well as I do, I 
feel that Prof. Whitehead has overlooked 
a most important part of the proceedings 
which should be given to the readers of 
the Boor AND SHOE RECORDER. 

This was a case where the people ap- 
peared against Charles Green, a retail 
shoe dealer. Their cause of complaint 
being that he had been purchasing goods 
from certain dealers and in many cases 
not accepting or taking advantage of 
the 2% 10 day discount. But on the 
contrary, had used his funds to purchase 
the building wherein he did business. 
Charles Green 
was represented by an able attorney, 
and the State by the District Attorney. 
The evidence produced was that Green’s 
past record was excellent, that he paid 
his bills in about 30 days, without dis- 
count rather than paying them in 10 
days with 2% discount. Green suc- 
ceeded his father in business who had 
an enviable reputation. His financial 
standing was good. He admitted on the 
stand that he had his money to 


The case came to trial. 


used 


32 


purchase the property wheren 

business. His reason being that | 
would be up in a few years and 
afraid of an advance in his rent 
and that he believed the purchas: 
property was a good investment 
admitted this 
whom he ha 


Green and in 
the parties 
purchasing goods made the st 
that he very seldom discounted | 
but took advantage of the thirty 

payment of the same. Able 

prosecuted and defended the case 


Judge Braddock. 


from 


The final arg: 
were heard and the Judge present: 


vefore 


ments 


1 the 


case to the jury. After due deliberations, 


a verdict was rendered of Guilty 
Two or three days after the 
of this case, I called at Green's 
and in the course of conversati: 
him, found that he was very n 
pressed in what he called an 
sentence,” which the Judge had 
upon him. The sentence was t! 
should sell the property just as 
possible and addressing Mrs. (11 
was in court, asked her if (ire 
his wife a regular housekeepin: 
ance, the reply was ‘that he di 
week, and that he was a good | 
and father.” She was asked if the 
ance was enough. Her reply 


[TURN TO PAGE 68, P 
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New ideas in smart footwear for young 


moderns who qo places and do things 


IN STOCK 


ement FIFTY-FOUR DIFFERENT SIZES 
de 4/8 AAA-AA 

ounsel 214,/8 A-B-C 

before 

iments 

ed the 


Style 401 
Style 402 Camel Elk Base, Log Cabin Elk Trim Style 400 
Log —_ Calf Base, Sandy Beige Calf Crepe Sole, Square Toe. Sandy Beige Calf Base, Log Cabin Calf 
rim, Crepe Sole, Round Toe. SE 83.50 frim, Tan Grain Diamond, Gristle Sole 
PRICE $3.5 and Top Lift. 1014/8 Heel, Square Toe. 


PRICE 83.60 
PRICE 83.50 
Terms 5% 10 days, net 30 days 
West of the Rocky and East of the Allegheny Mountains. 
5% 20 Days, Net 40 Days 


THE JUVENILE SHOE CORPORATION 


OF AMERICA 
AURORA, MISSOURI 


“The only exclusive Goodyear welt organization in the St. Louis district” 
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| irginia Jee. 


Every Virginia Lee style portrays that 
thought and touch of charm and magic so 
characteristic of the modern young lady of 
today. 


7084 Light colors 
such as Biege 
Elk with a contrasting 
one of Whippet Calf 
ide that necessary 

o prevalent in 
footwear 


Miss. 


An exquisite- 
705 2 ly feminine 
middy tie of Caramel 
Calf trimmed with Kaf- 
fa Brown that has met P 


tnd shold be - DIVISION OF SIMPLEX 
MILWAUKEE 
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In a New Setting. 


pdern Vivactous Beautiful 


Virginia Lee—Smart Footwear—Setting a new standard in feminine styles enhanced 
by the blending of delicate shades portraying the season’s most wanted colors. These 
features are accentuated by the graceful lines 
and smart effects so conspicuous in Virginia 
Lee lasts—And all at a cost far below the 
customary price. 


lat 















of 





7003 Note the tailored ef- 


fect which has tran- 
scended the realm of the femi- 
nine in this type of strap exec- 
uted in leathers such as Kaffa 
Brown Water Snake trimmed 
with Sangeen Brown Calf. 


7093 This delightful sport 

oxford of White Elk 
trimmed with Black Calf will be 
in vogue on the Fairways and 
Verandas of our exclusive coun- 
try clubs during the summer 
season. 


SHOE COMPANY 


| SHOE MFG. COMPANY 
WISCONSIN 
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MILLIONS OF PAIRS OF SHOES 
WERE MADE AND SOLD IN 1929 
BUILT WITH 


Genuine Barbour Stormwelt 


Somebody sold a lot of pairs 

in 1929 with Stormwelt. May- 

be YOU missed an order or 

two by not having a shoe of 
_ this style in your line. 





Be prepared this year. Show 
them in both black and tan. 


Your customers will like them 
and buy them. .... 


Millions of Pairs Every Year 
BARBOUR WELTING COMPANY 


BROCKTON, MASS. 


SOLE MANUFACTURERS OF GENUINE 
BARBOUR STORMWELT 


MANUFACTURING RIGHTS FOR GREAT BRITAIN 
LICENSED TO WELTING LTD., LEICESTER— 
UNDER BRITISH PATENTS 












































A TYPICAL FALL OXFORD IS SHOWN 
BY THE COURTESY OF THE COMMON- 
WEALTH SHOE AND LEATHER CO., 
WHITMAN, MASS. iT IS MADE WITH 
BARBOUR STORMWELT, WITH THE 
SMALLER “DRESSWELT” BEAD. 
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hree Centuries of Shoes 


Boston Fair to Survey Progress and Point 


The Way for Future Accomplishment 


HE rest of the United States 
is gradually awakening to the 
national importance of the 
Tercentenary observance of the found- 
ing of the Massachusetts Bay Colony, 
as well as to its outstanding interest. 

This great and picturesque celebra- 
tion is of particular interest to the 
retail shoe merchants of the United 
States, and indeed to all branches of 
the allied industries, by reason of the 
fact that the eleventh annual Official 
Boston Shoe and I.eather Fair comes 
right in the midst of the observance, 
July 7,8 and 9. For these three days 
Hotel Statler in New England’s me- 
tropolis will be the hub of the shoe 
and leather trades’ participation in 
this observance. 

The Boston Shoe Fair not only will 
officially recognize the Tercentenary, 
but will have a special celebration of 
its own, for 1930 is practically also 
the 300th anniversary of the founding of the New [n- 
gland shoe business by Thomas Beard, and of the incep- 
tion of New England’s tanning industry. The plans for 
the 1930 fair naturally include something by way of 
contrast between the New England shoe of 1630 and its 
notable successor of 1930. A study of this contrast will, 
of course, be of very great interest to all visiting shoe 
and leather men, just as the equally modern contrast be- 
tween the mental and social attitude of the Puritans and 
those of their modern successors will interest the gen- 
eral public. 

Although the special recognition of the 300th birthday 
of New England shoemaking and tanning will center 
in Boston, there is to be individual observances of the 
general Tercentenary anniversary itself in more than a 
score of Massachusetts and towns in which footwear and 
leather are produced on a large scale. These celebrations 
will be held at various times during the summer, and the 
communities sponsoring them will include Salem, Lynn, 
Amesbury, Brockton, Weymouth, Worcester, Haverhill, 
Lowell, Chelsea, Everett, Marblehead, Beverly, Danvers, 
Milford, Woburn, North Abington, Stoneham, Wake- 
field, North Adams, Newburyport and Natick, the last- 
named town still having the famous shoe shop of Henry 
Wilson, “The Natick Cobbler,” in which the future Vice- 
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JOHN S. WHITTEMORE 


President, Boston Shoe Travelers 
Association 


United States 
pegged his way into political life. 
Frank G. Allen’ of 


Massachusetts, himself a well-known 


President of the 
Governor 


and successful tanner, is chairman of 
the Massachusetts Bay Tercentenary 
Conference, and in both official ca 
pacities has issued a cordial invitation 
to the people of the United States to 
come on and enjoy the big and varied 
program. In the course of his an 
nouncement, Governor Allen says: 

“The zeal of the Puritan founders 
will be everywhere in evidence. We 
may well call to the attention of the 
world the pride with which we re- 
view the achievements of three cen- 
turies and ask the visitors to share 
with us both the joy and the inspira- 
tion of the occasion. The great 
heritage that is ours as citizens of 
Massachusetts requires us to worthily 
commemorate this Tercentenary and 
likewise to make report of our stewardship of the his- 
toric shrines in which the country feels a sense of pro- 
prietorship.” 

In the meantime plans for the Boston Shoe and 
Leather Fair are rapidly developing, and the big harbor 
outing and shore dinner, complimentary to the visiting 
buyers, which is being arranged by the local organiza- 
tions of traveling shoe salesmen is daily assuming more 
imposing proportions. 

The Boston Shoe Travelers’ Association (which will 
be observing its thirtieth anniversary at the time), is 
being heartily supported by the Boston Shoe Associates 
and the Southern Shoe Association as 
sponsors of this part of the hospitality program. 


Salesmen’s 


The travelers and their guests will leave Rowe’s 
Wharf on a special steamer on Monday, July 7, at 1.30 
p. m., and after a tour of the harbor, including a visit 
to the Boston Navy Yard, will arrive at Pemberton about 
3 o'clock. Music en route will be furnished by a band. 

Following an interesting program of sports, dinner 
will be served at 6 o'clock. 

President John S. Whittemore of the 
Travelers’ Association is the General Chairman of the 
Outing Committee, and will have on his staff officers of 


Soston Shoe 


the two affiliated associations. 
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Shows you how to bring more and bet- 
oi ter trade into your store ... 32 pages 
of seating suggestions for modern shops 
in this interesting and practical book 
“New Styles in Shop Seating” 


“Gentlemen, I want to compliment you on your book 
“New Styles in Shop Seating.’ It is a genuine help for 
the modern shoe store owner and reflects a keen ap- 
preciation of our problems. Any man interested in 
attracting better trade and building prestige for his 
store should read this book.” 

So writes a successful eastern shoe store owner. Perhaps 
this book will help you. Shall we mail you a copy? It 
is free. How proper seating can give your store an air 
of distinction—attract more and better trade—greater 
capacity at less cost and bigger profits on your invest- 
ment, all explained in this free book. Simply use the 
coupon below. 


The “‘American’’ Free Service Plan 


“American” engineers and draftsmen are at your service 
to suggest new ideas in seating arrangements. In the 
past fifteen years thousands of shoe store owners have 
accepted this free service. And as a result American 
Interlocking Shoe Store Chairs are building profitable 
business daily. This service is yours for the asking. 
Fill in and mail the coupon today. 


7 - . 
American Seating (Gmpany 
1060 Lytton Building Chicago, Illinois 
Branch Offices—New York: R. 601-119 W. 40th St. 

Philadelphia: R. 703-1211 Chestnut St. 
Boston: R. 302-69 Canal St. 


to Shoe Store 
Owners and 


ee eee 














American Seating Company 
1060 Lytton Bldg., Chicago, Ill. 

Gentlemen: Send me, without obligation, your helpful 32 Page Book, ‘““New 
Styles in Shop Seating.” 

EES eee enna 

a ee 
Address Personally to oi die 
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New Lasts and New Patterns 
for Fall 1930 


Form the background of authoritative styles which our salesmen 





are bringing to you for your approval 


“In Step With Fashion Shoes” 


Created by Lampe 


Worn by Smartly Dressed Women 
Endorsed by Popular Acclaim 





For Style, Quality and Price 


{ The difficulty of combining all these essentials into one line of 
shoes was So easily overcome that it seems strange more shoe manu 
facturers haven't done it. 


| Season after season “In Step with Fashion” shoes present the most 
authentic and smartest models whether it be the step-in, the pump, 
the oxford, the strap or the sandal. 


{ “In Step with Fashion” shoes have built up an enviable reputation 
for their perfect mold, smoothness, flexibility and enduring shape- 
liness. 


{| We invite you to see the line when our representative in your terri- 
tory calls. 


W. H. LAMPE SHOE CO. 


Manufacturers 
Saint Louis Missouri 




















| 
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“Look at your heels,” Goodyear advertising is say- 
ing to millions of people. “Run down heels ruin 
good shoes” — “Goodyear Wingfoot Heels keep your 
shoes square with the world.” 

Facts like these help sell new shoes, too. People 
know that rubber heels help to give them longer 
wear as well as greater comfort. That’s why mil- 
lions more people walk on Goodyear Wingfoot 


AS 


Before you meet the 
Girl Friend’s 
Folks — 


look at your heels! 


1C moment! Will you stand the test of 
the Eagle Eye? 
That depends. perhaps, upon =hetber you 
stand 08 Goodyear Wingloot Heels 
These handsome beets of tough new rubber 
help to keep your shoes square with the «orld 
— and thing care of your shors is one of 
the best ways to keep from looking “dows 
at the keel.” 
In Give quick minutes your shoe repairman 
can equip you with comfortable, shock-aav 


up and ask for them by aame — the greatest 
oame im rubber 

Millions more prople ath oa Goodyear 
Wingloot Heels than ve any other kind — and 
because Goodyear makes twice as many heels 
& any other rubber company. and uses more 
than one-sixth of all the rubber produced 
annually io the world, it stands to reason 
Goedyear must know how to make rubber 
heels that give you better valur 

lavest a few dimes now iv good appear 


eh SS ae 


BLANK 


Wtatieide 


~ img Goodyear Wingloot Heals Speak right * ance 


—< 


WENGFOOT HEELS 


er Be FAMOUS COCBYEAR TIRES 








AY 
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Heels than on any other kind—and Goodyear 
manufactures twice as many heels as any other 
rubber company. 

When so many people want rubber heels, it~ a 
“blank spot” in selling if your sales force fails to 
point them out. Let Goodyear advertising help your 
sales — ask for Goodyear Wingfoot Heels on tlie 


shoes you order—and point them out to helpwin sal. 
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‘ SPOTS seareer than ever 
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Before you join the 
Easter Parade — 





= arose will ett Aah for Coodvear Bingioot Heels and get them 
you that you can't look 
well dreeed © th rue dowe 
bela People judge ¥: 
your fe 
the beet 
putting your beet foot forward ~ 
bh the world. by keeping 


‘ ow the greatest value. because this extra protection fur your apprarsece and 
they're brawded with the greatest same ie rubber your good bealth 





WINGFOOT HEELS 


er THE FAMOLS SOCBTEAe TEMES 
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Copyright 1930, by The Goodyear Tire & Rubber Co... Inc 
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“cheap sneaker” 
trade him up to these 


Goodrieh 
Medium Price 
Leaders 


“BW WANT a pair of your cheapest 
sneakers for my boy.”—You have 
probably heard that often from parents. 


“Do you mean cheapest in the price 
you pay now or cheapest in the long run?” 
That’s the answer for a successful mer- 
chant; and he says it for good business 
reasons. He knows that the time his clerk 
spends in fitting a cheap item will eat up all 
or most of his profits. 


He will bring out a shoe like the Good- 
rich Pontiac for comparison. It looks its 
quality and it has snap and style. ... Usu- 
ally he doesn’t even have to try on a cheap 
item. ... especially if he points out the im- 
portance of light, live, flexible rubber in 
the development of the growing foot. 


The B. F. Goodrich Rubber Company, 
Established 1870, Akron, Ohio. Pacific 


Goodrich Rubber Co., Los Angeles, Calif. 
In Canada: Canadian Goodrich Co., 


Kitchener, Ont. 


Sport Shoes 
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THE RELA\Y—A fine outdoor shoe with non-skid bar 
cleats on sole. Likeness to football shoes makes it popular 
with boys. Comes in white, brown or gray duck, black trim. 


Another 
B. F. GOODRICH 
Product 





SMARTLY STYLED 


FROM HEAD TO TOE 


F ashion’s decree of longer skirts has focused 
attention on the shoe. Since footwear either 
makes or mars the ensemble, the toe of the 
shoe must be as graceful as the gown itself. 
Celastic —The Quality Box Toe is invariably 
selected:-: . for if style is to endure throughout 
the life of the shoe . . . it must be built on a 
quality foundation. 


United Shoe Machinery Corporation 


BOSTON, MASSACHUSETTS 


@ 


THE QUALITY 
BOX TOE 
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‘Two shades of 
BROWN 

















that will harmonize with 
the lovely brown textiles 


for FALL 


BURNT COPPER—No. 76 BUNNY BROWN—No. 122 


A deep, permanent shade Brown as the coffee bean, 
of very dark brown that and a lighter brown than 
blends with the entire Burnt Copper. A true brown 
gamut of shades from dark shade in kidskin that is 
brown to rust. uniform in color. 





Black Mat Domingo No. 93 

Black Satin Kid Thistle Taupe No. 407 
Burnt Copper No. 76 Shamrock No. $40 
Bunny Brown No. 122 Lapis Blue No. 159 
Pecan Royale No. 375 Fuchsia No. 26§ 





_am 
I: S I 
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ON 





CUTTINGS 





REQU 

















3 CAmalgamated Leather Companies, Inc. 


Offices:319 Arch Street Philadelphia ~ Factories :Wilmington,Del. 
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ANUFACTURERS and retailers who first offered men smartly 


styled “feather weight” suits, reaped handsome profits. 


Their success can be just as surely duplicated by those shoe manu- 

facturers and merchants who sponsor men’s summerweight shoes Illustra 
of kid. From the standpoint of lightness and soft, foot soothing, weight s 
texture, kid needs no emphasis. Every shoeman knows and ac- by Frenc 
knowledges also its superior foot ventilating fibre structure. 


Now many makers of the finest shoes for 
men have “styled up” kid summerweight 
shoes in the truest sense of the word. 


To see these new shoes is to be convinced of 
the extra profit future which they open to re- 
tailers — a future which will enlarge from 
year to year. 


We take pride in presenting a modernly styled 
black kid summerweight shoe made of our 
RUBY KID by French, Shriner & Urner of 
Boston, Mass. 


JOHN R. EVANS & CO. 
CAMDEN, N. J. 


Philadelphia Boston St. Louis 
Cincinnati Rochester Milwauke 


exc FSP oe 


Yitan EVANS 


hw 
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and URNAER 


feature aati: 
hwbY RID 
in their black kid summerwelght models 


llustrating one of the summer- 


weight styles featuring Ruby Kid, 
by French, Shriner and Urner. 





Standan ize on 


Cvant. Brardw 


EAT H 
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ARCH FORM 


Everywoman ts your prospect 
Jor this amasing shoe! 


RCH FORM combines low heel com- 
























™. fort with high style, high heel beauty i 

in one and the same shoe. There are no = 

ifs, buts, or ands about it—it’s a fact. i 

The amazing “Shock Absorber” cushion oa 

heel—“like walking on air”—has made = 

it possible. It’s Queen Quality’s revolu- = _ 

tionary contribution to shoe construction. the 

Experienced shoe men call it the great- ing 

est advance since “lefts and rights.” In T 

IN-STOCK addition to this revolutionary principle, ,. yor; ae omice: til 


CENTERS: the Arch Form retains the features of 908-910-912 Marbridge cide 





+ , Building | 

helc 

BOSTON main arch support and the metatarsal | | a 
. rise. A wire or letter to the nearest ad- - CB#CAO Sales Ofiice: i 

. Z . P 209 South State Street the 

ATLANTA dress listed on this page will bring a ° sect 
T 

salesman to you—now. Ret: 

Ira 

<n os 

ARCH FORM . . For dress wear rm. 

Super-Flex (Cement) Process . $10.00 Z 


Littleway Process. . ... . 8.50 


ARCH FORM . For general wear 
Flexible Shank Welts . . . . $10.00 
Firm Shank Welts .... . 8.50 








Bros 
thei1 
the | 
depa 
ume 
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THOMAS G. PLANT 
CORPORATION, BOSTON 
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REDA. EYRE 

is now con- 
nected with the 
sales end of Julius 
Grossman, Inc. 
Mr. Eyre manu- 
factured turns 
and welts for 30 
years under the 
title of Maetrich 
Eyre & Co. and 
later Fred A. 
Eyre. He has 
always been asso- 
ciated with the 
best grades of wo- 
men’s shoes, and therefore has an ad- 
mirable background for his work with 
the Grossman organization in connec- 
tion with its new plan of merchandis- 


ing. 


Fred A. Eyre 


HE Iowa Shoe Travelers’ Associa- 

tion and the Northwestern Shoe Re- 
tailers’ Regional Association, at a re- 
cent meeting held in Des Moines, de- 
cided that the next annual meeting and 
convention of the two associations be 
held in Des Moines, in the Hotel Fort 
Des Moines, Feb. 16, 17 and 18, 1931. 
The coming convention it is planned, 
will be one of the most outstanding in 
the history of the shoe industry in that 
section. 

The officers of the Northwestern Shoe 
Retailers’ Association are president, 
Ira Welch, of Atlanta, Iowa; Frank 
T. Jacques, vice-president; secretary, 
H. S. McIntyre, of Des Moines, Iowa. 

The executives of the Iowa Shoe 
Travelers’ Association are president, 
0. R. Blechinger; vice-president, O. E. 
Hamilton, and secretary-treasurer, J. 
E. Wm. Prescott. 


(;£0RGE H. SNOW, nephew of the 
late George G. Snow, one of Brock- 
ton’s pioneer shoe manufacturers, and 
recently with the Ben Marsh Shoe Co., 
of Stoughton, has joined the Field 
Bros. Shoe Co. force and will serve as 
their direct factory representative in 
the Middle West, calling upon the large 
department and chain stores and vol- 
ume buyers. The Field Co. also has en- 
gaged George Brasso, of New Orleans, 
formerly associated with a Nashville 
, for its Southern representa- 
ive. 


G V. MIDDLETON, a native son of 

* Iowa, formerly with Huiskamp, 
Roberts, Johnson and Rand and the En- 
dicott-Johnson Co., has joined the sales- 
force of The Chapline-Mayer Shoe Co., 


Milwaukee. Mr. Middleton will cover 
the State of Iowa and is now on his ter- 
ritory with samples of Arch Saver, 
Youthful Vogue and Martha Washing- 
ton shoes. 
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At a recent meeting of the Michigan 
Shoe Travelers’ Association, it was 
decided unanimously that the Board of 
Governors of the National Shoe Travel- 
ers’ Association be urged to cast their 
votes in favor of Detroit as the meeting 
place of the next national convention. 
A committee to work toward this end 
also was appointed, consisting of Presi- 
dent George Gorman, Secretary W. D. 
Drummond, D. V. Grieshamer, “Doc” 
Harner and R. L. Clement. This com- 
mittee is to work, not only among the 
salesmen, but with the Michigan Shoe 
Retailers’ Association and the big body 
of Detroit merchants, all of whom are 
cooperating in preparing for the Na- 
tional Shoe Retailers’ Association con- 
vention, to be held there next January. 
Enlisted in the movement, also, is the 
Detroit Chamber of Commerce. The 
Michigan travelers are urging Detroit, 
first on the ground that it is the city 
selected by the N.S. R. A. and, second, 
because of its advantages in the way 
of hotels, railroad facilities and its 
many beautiful retail establishments. 


UDOLPH C. 

SPRANGER, 
Milwaukee, is 
now covering 
Wisconsin and 
northern Mich- 
igan for The 
Grove Shoe Co., 
Chicago. Mr. 
Spranger form- 
erly traveled the 
same territory 
for The C, W. 
Marks Shoe Co. 


R. C. Spranger 


HARLES E. ASPINALL, former- 
ly with the Riley Shoe Co. of Co- 
lumbus, is now representing the Krip- 
pendorf Dittmann Co. of Cincinnati. 
Mr. Aspinall has started on the road 
with a complete new line of Arch-O- 
Pedic corrective welts and Flex-Mode 
light soled cement shoes, and will cover 
Western Pennsylvania and West Vir- 
ginia. 


O W. PRICE, who represents The 
¢ Nunn, Bush & Weldon Shoe (o., 
in the Ohio territory, is back in the 
field following a five weeks’ siege of 
illness at his home in the Hotel Fort 
Hays, Columbus. 


ALESMEN for J. Edwards & Com- 

pany, Inc., manufacturers of chil- 
dren’s shoes at Philadelphia, left for 
their territories last week with a new 
and attractive line of samples, after 
spending several days in conference at 
the factory. 
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NEWS 
of the ROAD 


SHOE SALESMAN 


T3 ICK” CAL- 

ANDREL- 
LA, for several 
years with 
Capezio, New 
York City, is 
calling on buyers 
in ew York, 
New Jersey and 
Connecticut with 
the Capezio line 
of toe and ballet 
slippers and 
theatrical fo ot- 
wear. 

Previous to his 
joining the sales force for this widely 
known line, “Nick” spent several years 
in the manufacturing end of the busi- 
ness. Consequently he is familiar with 
Se eneEET he is showing to the 
trade. 


“Nick” Calandrella 


‘THE George E. Keith Co. exported 
one-tenth of all the footwear sent 
abroad last year, Harold C. Keith, 
president of the company, told the 
semi-annual conference of Walk-Over 
salesmen selling women’s lines when 
they were gathered at the closing ses- 
sion here May 8. Mr. Keith reported 
Walk-Over stores abroad are in healthy 
condition. 

Vice-President George H. Leach, who 
presided at the sessions, introduced 
Paul Skidmore, in charge of the San 
Francisco stores; Willard Mason, di- 
rector of the St. Louis stock depart- 
ments: Harry Workman of St. Louis, 
Manuel Lorenzo, newest member of the 
sales force who will sell Walk-Over 
lines in Mexico and Dr. Joseph Lely- 
veld of Rockland, foot specialist. 

Various phases of the new lines, the 
advertising campaign, credit situation 
and new styles were explained by 
Frank E. Packard, Mr. Leach, Charles 
H. Caldwell, Harry Dunbar, William 
A. Farley, Arthur J. Chase, Herbert 
T. Conner, Carl Kendall and William 
T. Card. 

Salesmen present included A. R. 
Corayer, J. D. McRobbie, C. J. Porter, 
C. L. Taber, H. N. Keene, H. A. Stub- 
bins, W. E. Vawter, R. E. White, R. 
E. Jackson, E. C. Winters, R. B. Men- 
dall, E. L. White, H. N. Baker, J. J. 
Condon and F. B. Riddleberger. 


RESIDENT JOHN S. WHITTE- 
MORE, of the Boston Shoe Travel- 
ers’ Association, reports a gain in mem- 
bership since the annual meeting of at 
least 30, as the direct result of a mem- 
bership drive launched at that time. 
Two members have established a record 
of seven new members each; another 
member has signed up six; and another 
five. 








ARE YOUR WINDOWS 


JUST LIKE OTHERS IN YOUR TOWN? 


If they are, you’re not getting your money’s worth from them—and 
they cost you plenty! 

Recorder selling messages will make your window stand out from the 
rest. They make people want to look in your windows because they 
know they will find there the “voice of authority”’—in the form of 


printed messages—telling them what’s newest in color, pattern, leather, 
etc., and people will go out of their way to look in your windows. 


NOW READY 
MAY CARDS 


(3 Colors—Purple—Pink—Black) —7x12 


Text of May Cards on request. 
M = Faby 
a $ Li at 
nt be tenet SINGLE SHOW 60° 


CARDS each 


(Either with or without text) 


Price Tickets—IN-STOCK 


A new price tag each month—Samples ; 
will be sent on request—24 Doz., $4.00; Above illustrates one of 
12 Doz., $2.25; 6 Doz., $1.25. May cards—dainty, color. 
ful— Pink color board, 
2 water color imprint, 
Above shows our modernistic card holders, MINIATURE NAME TAGS purple, —_ text in 
gold with black trim (3-color festoon base of materials—shoes and hosiery—SOc. - 
between frame and plateau); enhance the doz. 12 doz $2.00. (Price tags duplicate of 
beauty of your window cards—harmonize above) 
with the finest of window display fixtures 


COUPON 


BOOT AND SHOE RECORDER, 
189 W. Madison St., Chicago, III. 


Please enter our order for the Recorder ‘“'Sell- 
ing Messages” card service No. for one 
year, consisting of cards, each month and 

art card holders, with the first month’s 
service, beginning with cards for May for 
which we will pay $——— per year, payable 
$———— per month. 


For cash in advance full year’s service, 5% dis- 
count. 





Service 12 hand designed cards each month, 

each with different sales messages, 

No. 1 printed in attractive colors, size 7 x 

$500 11 inches; with 100 blank price 

tickets to harmonize with service 

Monthly cards each month (or with prices 

imprinted, selection of prices as 

wanted, 50c. per month additional). 

Also 6 card holders with first month’s 
service. 


Service 
pots 100 blank price tickets 


Monthly 
Service 
No. 3 
$300 
Monthly 


8 cards 
(If for any unforeseen reason we wish to discon- 
tinue service before expiration of order, we agree 
to pay $1.00 per month additional for each 
month’s card service delivered and agree to re- 
turn card holders.) 

We sell Men’s, Women’s, Children’s shoes and 
hosiery. (Cross out lines not carried.) 

Printed Price Tickets:— 


$— ¢— $— $— #— $— 


Store Name 


4 card holders 


cards 
blank price tickets 
2 card holders 








Merchants Service Dept. 


BOOT AND SHOE RECORDER 
Republic Bldg., State and Adams Sts., Chicago, III. 


Owner 


City 





State 
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SUPRA 


These “SKOOTS” bring extra 
profits to Converse merchants. 
They'll do it for you, too. 





Top price 
~skbOTS” shoe. 

Orange trim doubles the selling appeal 
of this already attractive shoe. Brown or 
white doubled duck uppers. High line 
foxing with pebbled toe strip. Wide eyelet 
stay. Hefty molded outsole. One of the 
season's best sellers and profit-makers. 


COURT 
SPECIAL 






Especiall 

for ak 
hard tennis players. Special 11-ounce 
duck uppers, loose lining. Reinforced toe 
foxing. Cushion heel and arch support. 
Korxole insole, crepe outsole. Seamless 
toe and toe lining. Wins in fast company 
on extra value. 





Outstanding basketball shoe for women, 
and lots a "em play the game. White 
uppers, black trim, buff sole. Loose-lined 
uppers. Cushion heel and arch support. 
Full width friction foxing. Korxole insole. 
crepe outsole. Fast and sure in play. 
Quick seller on extra value. 
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“SKOOTS” is the friendly Boston terrier 
you'll find on every pair of the greatest line 
of canvas shoes ever produced by Converse. 
“SKOOTS” will win friends—and sales — for 
your store by delivering extra value to your 
customers. 

You know from experience that value—not 
price — clinches sales to boys and _ their 
mothers. That’s why “SKOOTS” sales are 
three times those of last year. 

Take a few minutes to run through the 
“SKOOTS” line with the Converse salesman. 
A little time may pay you big dividends in 
extra profit this year. 

Use this coupon to get all the facts. 


Write today. 


CONVERSE 
RUBBER COMPANY 


Dept. BS-19, Malden, Mass. 


Send me without obligation your 1930 “SKOOTS” 
catalog []. Have the Converse salesman call [). No 
obligation, of course. 


1930 51 












Medium priced “SKOOTS” shoe that just 
shouts extra value. Diamond cup sole. 
Suntan or white uppers. Ribbed toe cap. 
Heavy toe strip. Converse ankle guard. 
Flannel insole. Wide eyelet stay. Colored 
trim. Won't quite sell itself—but come 
pretty close to it! 







PINTO 


Same price range as BRONCHO. Same 
extra value. White upper with black 
trim, or brown with mahogany trim, both 
with colorful orange piping. Heavy cut- 
out gray sole toe and heel effect. A 
nation-wide best seller that’s sure to make 
money for you. 


CON VERSIE 





peaking ¢ 


Compare Profit EARNED on Retail Sales 





Average Lone-Hand Independent 
The value of only THREE pairs out of 
every hundred sold stays with the lone- 
hand independent as net profit. 


ce Sa Se eR ae 








Average Brown Plan Independent 
The Brown Plan independent keeps as 
his net profit the value of NINE pairs 
out of every hundred he sells. 


Compare Profit EARNED on Investment in Stock 





Average Lone-Hand Independent 
The lone-hand independent earns each 
year an amount equal to the value of 
only FIVE out of every hundred pairs 
in his average stock. 


Average Brown Plan Independent 
The Brown Plan independent earns each 
year an amount equal to TWENTY 
SEVEN out of every 100 pairs carried 
in stock. 


Compare Profit LOST Through Markdowns 


Average Lone-Hand Independent 
Markdowns cost the lone-hand independ- 
ent a value of FIVE of every 100 pairs 
he sells. 





Average Brown Plan Independent 
Markdowns cost the Brown Plan inde- 
pendent the value of only TWO of every 
100 pairs he sells. 
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these operations 


Compare Size of Stock Required 


sel 


Average Lone-Hand Independent 


The lone-hand independent carries TWO HUN- 
DRED THIRTY-FIVE pairs in stock each day 
for every pair he sells. 


Average Brown Plan Independent The reason for the better showing of the Brown 
The Brown Plan independent gets along beau- Plan retailers lies in the fact that they are op- 
tifully by having only ONE HUNDRED TEN erating without waste and conflict. They are 
pairs in stock each day for every pair he sells. independent retailers who buy from one source 

only and receive, in return, definite operating 
advantages that it is possible for an independent 
shoe retailer to get at present only from Brown 
Shoe Company. 


The plan is open to selected retailers operating 
exclusive shoe stores or departments. Write us 
for information, or ask the Brown Shoe Salesman. 


HE figures used for lone-hand independent retail- 

ers are the most accurate average figures available 
by combining the information gathered by such authori- 
ties as the U. S. Chamber of Commerce, the Harvard 
Bureau of Research, the N.S. R. A., etc. The figures for 
Brown Plan independents are an accurate average ar- Wrowr Dae Gowngaray, 
rived at by combining the operations of all Brown 
Plan retailers. Manufacturers Saint Louis 
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ORGANIZED}! 





SAMUEL A. SCHNEIDER ALFRED W. COPL EUGENE H. SAREZKY 





Ten years ago three men, possessed with an ideal of service 
to retail merchants, organized the Crescent Shoe Co. Today 
the Crescent Shoe Co., under t! 'eadership of these same 


men, has reached a dominant vn in the wholesale 
shoe field, requiring an increase vanization unpre- 
ae: ve cedented in the histo: : 





_ 


It is gratifying ai 1is time to aouncetotl _ ntire retail shoe 





trade this latest and most significant move in the development 





of the Crescent Shoe Company. 


Irving Friedman 
General Manager 





1. Wilson 
Connecticut and Manhattan Philadelphia, Pa 
Long Island 


Harry H. Klein Jack Harris Isador Lipkin Meyer R. Epstein Henry R. Sommer 
Eastern Pennsylvania Detroit, Mich. Brooklyn 


CRESCENT 


131-33-35 DUANE STREET 
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FOR SERVICE 
Pah 












M. A. Sehwartz Joseph Seopp tarry Wertheimer David Resnikoff Chas. Stutz 
New Jersey New Jersey Bro: «lyn Westchester County and New York State 
) Eastern N. Y. State 
; ’ 
5 
k sf 
ON JEN?) THE FOURTH 
Se i 
Dyk 
“paet '® 


we shall be locat “in our new building at 131- 
133-135 Duane © et, which is three times as 
large as our pres quarters, and boasts one of 
the most elabore showrooms in the industry. 
This building w s formerly occupied by the 
W. D. Hannah Shoe Company. 





This forward stride of ours insures every facility E. Levine 
J. F. Jones = - ¢ ° Washington & Maryland 
Virginia for a corresponding increase in service and a far 


greater distribution of our women’s novelty and 
Dr. Copland’s orthopedic line of footwear. 


The traveling representatives of the Crescent 
Shoc “ompany, now in their’ respective terri- 








tories, anxious to have » u examine our 
complete v1 vanced line and to investigate 
( aan’ ; 

the profit p ilities of C: scent nationally 


'nown footwe ;, 


it is with keen appreciation of your friendly 


Pees 
A business relations that we extend to you a 


cordial inv:tation to visit us at our new home, 
Morris Rosenberg . Philip Markowitz 
Manhattan open officielly un June 4th. Manhattan & Bronx 








W. F. Hackler Joseph Rosenthal S. Braun J. M. Ward Dave Abrams 
West Virginia Western Pennsylvania Cleveland, 0. No. & So. Carolina Chicago, 1 


SHOE COQ. 


NEW YORK, N. Y. 
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MASSACHUSETTS TERCENTENARY 


RS OF DEPENDABLE sy 
————— SHOEA 


“ay SHG¢ 








New England 


_ 300 years of service to the nation 
500 years of dependable shoemaking- 


[775 —Men wearing New England-made 
shoes took the first step— 
toward Liberty 


~ 


1918 =< ” 
New England-made shoes marched 
over the battlefields of France 7 


And so on- through three centuries 
the New England-made shoe has been 


a great Factor in the historical and 
industrial development of eg 
our country — 
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- OR the serious business of golf — this spiked moc- 
casin type combines comfortable efficiency with im- 


maculate appearance. White Norse grain upper with black grain 






vamp. Firm gripping twin studs in heel and sole. As advertised in 
Vanity Fair and approved by good golfers throughout the country. 
In-Stock No. 4850. CLUB last. Ready for immediate shipment. 


WALK- OVER SHOES 


KEITH COMPANY, CAMPELLO, BROCKTON, MASSACHUSETTS 


g. toe oP * hha hens The true sportsman is an exact- 
14k). 508 EE. 


# j 


Hine" 


ing individual. When he turns 
out to swing an iron or judge 
another's swing, his apparel 
must not only be timed to the 
niceties of the prevailing mode 
but must give him ease and 
service...In this, as in all 
Walk-Overs for golf or general 
sports wear, he will find well- 


| 

Sy 

i ; i. . oa bred comfort, and the quality 
| of workmanship that withstands 


the rigors of many a campaign. 
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Be Prepared to Meet the Big White Shoe 


Demand—with Menihan’s New Creations 


MENIHAN’S In-Stock Department through its size, its skill in picking “winners” and 
through its prompt service has become the largest In-Stock Department of the Shoe 
Industry 












“REGENT” “SHASTA” “AMSIE” 
” 20/8" — Special Process Special Process 
— 16/8 Cuban Heel 20/8 Heel 
Se Eis, CESS Perforation in Vamp punched B-454—Black Calf (Light 
5.50. Faape we oe through. Weight) with Genuine Ivory 
B-ASG—Htuaters’ Green Kid B-490— white Kid with Genuine ee oe 
srey n ° oe 
B-180—Mat Kid. $5.25 B-508—Mat Kid with Genuine ae 
B-335—Black Silk Moire. $5.00 Black Lizard Trim. 85.75 7 ‘ 







B-336—wWhite Silk Moire, Suit- 
able for Tinting. $5.25 



































“TREACLE” “REGENT” 
Special Process Special Process 
P RGus o pote al d B 432—whire kia $4.75 
“ 3 ” erforation on Vamp punche -4: " oe 
wey * through a Pirate Blue Kangola. 
winged B-68S-——AE Witte Es. 05.55 B-472 — White Linen suitable 
B 16/8 Cuban Heel cor aeaties “* 
re Black Silk Moire. B-482 — Genuine White Buck far ner I Kid 85.00 
$5. with Tan Calf Trim. $5.50 eG on 
B-516—wWhite Silk Moire, Suit- B-529 — Genuine White Buck- Silk, suitable for tinting any 
able for Tinting. $5.50 ski with Black Calf Trim. pete toed 500 
as’ High Cuban Heel Bits Black Faille (Crepe). 
B 3—Mat Kid with Patent ~~ 
Leather Trim. $5.35 ag ry 7 ed (Light 








B-542—wWhite Faille, suitable 
for tinting. $5.00 






“GLOW” 
Special Process 
19/8 Heel 
B-433—wWhite Kid. $5.25 
B-436 — Larkspur Blue Kid, 
Blue Perlustre Trim. #5 











“WARBLER” 








B-399 — Mat Kid with Gun Special Process “ACME” 

- ote ae se —_ 15/8 Cuban Heel GOODYEAR WELT 
-408—Sand d with Beige - ? 12/8 Covered Heel, Uskide Top 
Perlustre Trim. $5.25 B-442—wWhite Kid. $5.00 Velvet Finished Sole 

B-409 — Patent Leather with B-672—Dulled Black Kid with B-362—White Calf Nurse Ox- 
Gun Metal Patent Trim. $4.85 Black Pin Seal Strap. $4.75 ford. $5.25 




















1 

SIZES | 

The Menihan In-Stock il oo ene 5 to 8 
Bulletin is sent weekly to AA seesecvees o 8 | 
BM ceocccccccce to 8 | 

all regular customers, | LHF, MENIHAN COMPANY | & ::::::::3% 88 | 
— ye le In-Stock Department at tt yee 
service by placing an ei Twenty-five cents additional | 
order now. ROCHESTER, N. ‘wes U. Ss, A. for orders < than three | 

















Makers of Menihan Arch-Aid Shoes 
Pittsburgh Office Cleveland Office 
Henry Hore. THE HOLLENDEN Ho 
A. F. JENKS 


W. d. BARNBY New York Office New England Office San Francisco Office Los Angeles Office 
Chicago Office 846 MARBRIDGE BLDo. Draper Hote. PLAza Horer 111 East 87TH St Detroit Office 
MAJESTIC Hore. B. W. MOYLAN NORTHAMPTON, Mass H. 8. KUSHINS ©. E. VAN DE GRIFT DETROIT-LELAND Hotr 


ELLIOTT LA MONTAGNE Cc. G. SELLERS 





FP. J. SATEK 
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NATIONAL NEWS 


SATURDAY, MAY 24, 1930 





EVERY WEEK 





—— 


Chicago Retail 
Trade Cautious 


in Merchandising 


CHicaGo (UTPS)—Shoe merchants 
in this district continue to observe care- 
ful merchandising policies in retail dis- 
tribution as trade conditions are still 
somewhat complicated and confused. 

While the volume of turnover, as 
based on an index for the first quarter 
of the year, compares favorably in 
larger store returns than a year ago, 
the dollar values show about 6 per cent 
less. 

Reports seem to generally agree that 
current orders by retailers for replen- 
ishment are larger in number but of 
an average smaller in value. Whole- 
sale reports also generally confirm in- 
creasing numbers of retail purchases 
but of a smaller average amount. 

Some allowance should be made for 
this situation as lower commodity 
prices prevail and also for the fact 
that 1929 was an exceptionally active 
year. Lower commodity prices appar- 
ently have supplanted the stock crash 
as a present cause of business pessim- 
ism, and in addition, attempts to con- 
trol supply and price of several com- 
modities have contributed to the gen- 
eral unsettlement of prices. 

American business has expanded so 
rapidly at various times since the war 
that a natural feeling prevails to con- 
sider “normal” as an unbroken succes- 
sion of yearly increases. But so far as 
prices are concerned, normal has been 
an average decrease of nine-tenths of 
one per cent a year for the period 
1923-1929, 

Even under belated spring sunshine, 
the business thermometer is lagging 
along more than 5 per cent below nor- 
mal for the season and the year, and 
while the season of spring stimulus is 
passing rapidly, most indicators are 
barely holding their own level. Shoes 
hold their own with other lines. 

It looks like a bad summer for those 
who can’t forget last year and insist 
on automatic increases and easy pros- 
perity, but it will be plenty good 
enough for those who can keep a cool 
head and think a bit. 

Taking it all in all, it is manfest 
that there is now in progress a trend 
toward an adjustment of production of 





goods to meet current consumption. 
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Plan Busy Convention Program 


Secretary-Manager Rittigstein Announces Features for Meet- 
ing of California Shoe Men at Coronado Beach 


SAN FRANCISCO, CAL.—(UTPS)—F. 
A. Rittigstein, secretary-manager of the 


California Shoe Retailers Association, | 


announces final and very attractive 
plans for the 12th annual convention of 
the Association, to be held at the Hotel 
Del Coronado, at Coronado Beach, Cal., 
from June 9th to 11th inclusive. The 
three days of sessions for the men will 
be packed with lectures and discus- 
sions, while for the wives and children 
the resort offers every imaginable land 
and water sport. A good attendance of 
the members is expected for the con- 
vention. 

The evening before the opening date, 
Sunday, June 8th, there will be a spe- 
cial concert at the hotel. No special 
doings are arranged for the evening 
of Monday, June 9th, leaving the con- 
ventioners to enjoy themselves in the 
dance salon, and get acquainted with 
each other. Tuesday evening, June 
10th, the official convention banquet 
and ball will be held. Wednesday, June 
11th, will be mainly devoted to the golf 





Department Store Sales 
Larger in April 

D. C.— Depart- 

ment store sales in April were 8 


per cent larger than in the cor- 
responding month a year ago, ac- 


Washington, 


cording to preliminary reports 
made to the Federal reserve sys- 
tem by 520 stores located in lead- 
ing cities of all Federal reserve 
districts. The increase reflected 
in part the fact that the date of 
Easter, which was very early last 
year (March 31), was very late 
this year (April 20). Compariscn 
of sales in March and April taken 
together so as to include the 
Easter selling season in both 
years, shows a decrease of 2 per 
cent from a year ago. 

Sales during the first four 
months of this year were 4 per 
cent below the level of a year 
ago. 











| events, and, for those so desiring, a 
trip to Agua Caliente. 

Paul Jesberg is the able chairman of 
the convention. Russel Williams, of 
San Diego, is the chairman of the re- 
ception committee. 


NEW A. L. P. DIRECTORS 


Messrs. Mealley, Binger and Adams 


Added to Board Membership 


NEw YorK—George H. Mealley of 
the Ohio Leather Company, Robert E. 
Binger of the New Castle Leather Com- 
pany and Cecil Q. Adams of Keystone 
Leather Company were elected direc- 
tors of American Leather Producers, 
Incorporated, at a recent meeting of 
the trustees. 

In addition to the new members of 
the Board, the directors include J. C. 
Andersen, Andersen Stern, Inc.; W. H. 
Barrett, Barrett & Company; J. W. 
Byron, W. D. Byron & Sons, Inc.; C. 
F. Danner, American Hide & Leather 
Co., Inc.; J. B. Hatton, Eagle-Ottawa 
Leather Co.; H. Hill, The Ashtabula 
Hide & Leather Co.; J. B. Mantle, The 
American Oak Leather Co.; S. K. Mul- 
ford, Jr., England, Walton & Co.; D. 
G. Ong, The United States Leather 
Co.; R. L. Pope, Northwestern Leather 
Co.; F. J. Radel, Radel Leather Manu- 
facturing Co.; L. J. Robertson, Robert- 
son Leather Co.; F. H. Small, Graton & 
Knight Co.; A. H. Vogel, Jr., Pfister & 
Vogel Leather Co.; R. L. Winans, Na- 
tional Leather Co. 


/H.W. Cook Home from Abroad 


SYRACUSE, N. Y.—President H. W. 
Cook, of the A. E. Nettleton Co., accom- 
panied by his wife and daughter, ar- 
rived in New York from France last 
Monday on the new German liner 
“Europa.” Mr. Cook seemed glad to 
get back to business. He reports his 
stock department sales away ahead of 
those of a year ago. Recent vistors at 
the factory were Ralph Broadhurst, of 
Denver; John Rehling, of Pittsburgh; 
| M. D. Lawson, of Landsing, and Char- 
| les Burnaford, of Wilkes-Barre. 














































“Where There’s a Will There’s a Way’”—an old and true proverb 





Get in Line and Use 


ELAMWAY 


(Flexible Cemented Soles) 


FOOTWEAR 


Hundreds of Your Fellow Merchants Had the “Will”? to Try Them and Have Found a 
New and Better “Way” to Make Profits and Friends 





HERE’S more than one reason why ELAMWAYS excel old types of shoes for Infants 
and Children. First, we GUARANTEE that the Flexible Cemented Soles CANNOT 
COME OFF. You take no chances—neither do we. Then, too, you can size in on beauti- 


ful shoes from STOCK, get a faster turnover. The Profit in ELAMWAY FOOTWEAR i: 


assured, for they cost no 
more than old types. 


No Nails! 
No Tacks! 
No Stitches! 


CEMENTED SOLES 
THAT CAN’T 
COME OFF! 


B3836—Tan Elk, lite Smoke Elk Trim; 
5-8; 8%-11; Elamway. 
B8057—Patent; red kid collar; champagne 
kid top; buckle; 1-5; Elamway. 


CARRIED IN STOCK BY BEST WHOLESALERS 


We don’t sell retailers direct. If your 
Jobber hasn’t them, send your inquiry to us 





The 1840-1928 Way The 1929-1930 Elamway 


ELAM 


SOLES 
Trade Mark 





Lasted by the 
MECO LASTING 
MACHINE 


NO way to avoid tacks, nails, stitches or No tacks, nails, stitches or metal; ce- 
metal in attaching soles. Always dis- (Patented) mented soles as flexible as turns that 
appointing. cannot possibly come off. 














F. S. ELAM SHOE CO., Ine. 


Factory No. 1 Factory No. 2 
176 No. Water St. Rochester, New York 424 St. Paul St. 
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Educational Leather Meetings 


New York, N. Y.—Educational 
jeather meetings under the auspices of 
American Leather Producers, Inc., and 
Tanners’ Council of America, were held 
Friday evening, May 2, at Abraham & 
Straus, Brooklyn, and Monday and 
Tuesday evenings, May 5 and 6, at Re- 

al Shoe Co., 1401 Broadway, New 
York, for the salesmen of the 34 Regal 
stores in Greater New York. 

Information concerning the principal 
types of leather was given by repre- 
sentatives of the various divisions of 
the tanning industry. The motion pic- 
ture, “The Story of Leather,” was a 
feature of the meetings and leather 
literature, including the shoe leather 
manual, “American Leathers,” “The 
Romance of Leather and Its Importance 
to Mankind” and “The Dictionary of 
Leather Terminology,” was distributed. 

Among representatives of the leather 
trade who spoke at the sessions were the 
following: Louis J. Robertson, A. J. 
Worsdell, George H. Mealley, Allen 
Aumann, Jos. Kaltenbacher, Jr., Miss 
Ruth H. Kerr, Miss Elizabeth Ambrose, 
Miss Hilda Rau, J. H. Loehnberg, Ray- 
mond Mason, Max Reutlinger, Sidney 
New, Jr., R. H. Whittier, E. L. Frame 
and Fred Shadt. 

Several leading Baltimore depart- 
ment stores will unite for a meeting of 
this type on May 27. 

































Retail Credit Men Honor F. E. 
Ballou 


PROVIDENCE, R. I. (UTPS)—The Re- 
tail Credit Grantors of Rhode Island 
are planning a dinner in honor of Rep- 
resentative Frank E. Ballou of F. E. 
Ballou Co., shoe retailers here, for his 
success in getting through a_ small 
claims court bill. Mr. Ballou has 
sought for several sessions of the Gen- 
eral Assembly to get some such bill 
through, but only this year were his 
efforts successful. The bill allows for 
a small claims court which will speed 
the handling of the many small claims 
and bills which every retailer runs 
up against. The method will be a 
quicker and cheaper one of handling 
the claims. 






























Shows Effect of Dress Styles on Shoes 








- Pas, ConandtbnintaeBryia Ganguar~ 
-Weras Sx Greta MOM 4G, / P80 


BROOKLYN, N. Y.—Making her initial 
bow before the assembled represent- 
atives of the Conaway-Winter Co. and 
associated companies, at the first semi- 
annual style banquet, held on April 29, 
at the Hotel St. George, Brooklyn, Miss 
Isobel Desmond, stylist and a recent 
addition to the staff of the Conaway- 
Winter concern, delivered a lecture on 
“The Fashion Picture for Fall 1930.” 

Miss Desmond demonstrated by the 
aid of charts and otherwise the relation 
between dress and shoe fashions, which 
enabled the staff of these four com- 
panies to obtain a better grasp on the 
style picture from a fashion standpoint, 
thereby enabling them to design styles 
that are correct and also assist their 
clients in meeting their requirements in 
the selection of styles that will fit into 
the fashion picture correctly. 

Various members of the companies 








By) 


| gave brief talks and Charles W. Con- 


away stated that it is absolutely neces- 
sary to give constant and intensive 
study to the laws that govern fast 
changes in the realm of style and fash- 
ions as applied to the shoe industry. 
The assemblage comprised represent- 
atives from the St. Louis, Milwaukee 
and Boston offices and the entire staff 
of the designing and sales department 
of the Brooklyn studio. Among those 
present were, Mr. Winter of St. Louis 
and Milwaukee, who delivered a short 
talk; Mr. Ochs, partner from Boston; 
Mr. Schroeder, stylist from St. Louis; 
Mr. Sweeney, manager in Milwaukee; 
Mr. Tedesco, stylist of Boston, Mr. 
Moody the Brooklyn stylist; Mr. Wood, 
manager of the Philadelphia office; Miss 
Winkel, in charge of the Brooklyn studio 
and others of the staff in Brooklyn. 





















8% 








Many 
PARK 
manufacture 
basement, or 

We 
MOUNTAIN HIKER boot. 
not our 
gives the merchant a real boot they can retail 
for $6.50 to 
other manufacturer. 


to 9 iron oak bend outsoles. 
with rubber 
being cut out of fine grain e!k such as we use 
in our NATIONAL PARK, will be cut from an 
oiled brown elk. 
a very soft boot, at the same time cut up the 
entire skin. 


Terms—5% 10 days—net 30 


accounts on NATIONAL 
us to endeavor to 
sold in their 


of our large 
boots have urged 
a boot that can be 
$6.50 departments. 
putting on the market our 
While this boot is 
PARK boot, it 


are now 


famous NATIONAL 


$7.00, that is unequaled by any 


MOUNTAIN HIKER boots will be made over 
the same patterns and lasts as our famous 
NATIONAL PARK. They will be made with 


Leather heel 


top. The upper stock instead of 


This enables us to give you 


West of Rocky and 


East of Allegheny Mountains 


5% 20 days—net 49 


“The Only Exclusive Welt Organization in the St. Louis District” 


A REAL 14 inch Hiking Boot 
For $6.50 Departments 








UL 
“TH 
JtRaove MARK 
Made to Order Only 
Three Weeks Delivery 
Units 24 Pairs 
Any sizes or widths. 
2':—8 AA to D 
$4.00 Pair 


THE JUVENILE SHOE CORPORATION 


OF AMERICA 
AURORA, MISSOURI 
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PLAY SAFE! , ° c 
+ CH 
ing ¢ 
SELL zt 
custo! 

in f 
ture | 
dictio 

come 
On 
TRADE MARK conta 
on W 
eo 
WITH THE REGISTERED oe | 

kid. 
TRADE MARK ON THE SOLES in ai 

linen 
It costs very little effort to look on the soles, when =, 

ordering woven leather sandals. And it will save ters 
you disappointment in the end. _ - 
30,000,000 advertisements in national magazines Ri 

are cautioning women the country over to look ~ 


for this signature—“Deauville Sandals”—when stitel 
purchasing their summer footwear. wy 





















idea 
This famous trademark means that the manufac- on t! 
" P other 
ANY INFRINGEMENT OF THE USE OF ‘er stands behind his product for finest leathers, one % 
THIS NAME—"“DEAUVILLE SANDALS’— expert craftsmanship and up-to-the-minute styles. 

OR OF THE NAME “DEAUVILLE” IN CON- Without it, woven leather sandals of the Deau- Ne 
NECTION WITH FOOTWEAR—WILL BE ville type are probably inferior imitations. AT 
PROSECUTED. tia 
by tl 
OLO SLIPPER e550 
as 50¢ 
socia 
129 DUANE STREET NEW YORK CITY - Er 
pe — —--- from 
! Day] 
; Tk 
| | broa 
} D* Scholls creat 

Foot Comfort Week lar 

June #4221 | and 
For | on t 
QUIET, | the | 
COMFORT | sof 
and CONVENIENCE .~ r 
goes 





| PARAMOUNT ~ 
| HOTEL ee 


700 Rooms—Each with Bath, Shower Be 
and Running Ice Water — 


$3.00 Single, and up nual 


PREPARE NOW FOR eabtete ote | Eg 

rT ’ LUXURIOUS GRILL te 

AND SERVICE “s 

PDP! SNcholf s§ SCRLENT CUSINE AND } os 
?. ; } ¥. } 


foot Comrort WEEK | 


JUNE 14 T1021 


_ 
Write at once for window trim 
material and newspaper elec- 
tros to tie up with this great 
shoe store event. 
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Foster Features Black Linen 


Cuicaco (UtTps)—The final break- 
ing of the cold spell which has been 
making life disagreeable generally for 
customer and merchant alike, resulted 
in F. E. Foster coming out with a fea- 
ture display of black linen and a pre- 
diction of it as an important style fea- 
ture for “the early 30’s.” 

One of the current window displays 
contains a beautiful mahogany table, 
on which are placed just three pairs 
of shoes. Two pairs are daytime pumps 
in black linen with a neat trim of pat- 
ent leather and are edged with steel 
kid. The other pair is a strap slipper 
in an effective combination of black 
linen and patent leather. The table 
also has a small sign with a legend 
calling attention to the fact that Fos- 
ters predict “The Vogue of Black 
Linen—For May and The Early Thir- 
ties.” 

The other shoes in the display are 
also of linen in beautiful pastel shades 
and a creation of beige linen with a 
stitched design over the entire shoe. 

The simplicity of this display and the 
idea of placing the featured shoe alone 
n the table, which is higher than the 
other stands, immediately attracts the 
eye and adds much to its effectiveness. 


New Enna Jettick Broadeast 


AuBuRN, N. Y.— Eighteen months 
ago Enna Jettick Melodies, sponsored 
by the manufacturers of Enna Jettick 
shoes, went on the air over WJZ and 
associated stations, and the list of as- 
sociated stations has now grown to 41. 

Enna Jettick Melodies go on the air 
at 7:00 o’clock Eastern Standard Time 
from now until September 28th, when 
Daylight Saving Time ends. 

The popularity of the Enna Jettick 
broadcast over the WJZ chain has 
created an insistent demand for a simi- 
lar program over the WEAF chain, 
and the Enna Jettick Songbird is now 
on the air every Tuesday night over 
the WEAF chain, which is the so called 
red network of the National Broadcast- 
ing Company. 

This program of the Enna Songbird 
goes on the air at 9:00 o’clock Eastern 
Standard Time. 


Shoe and Leather Men 
Plan Golf Tournament 


Boston, Mass.—Thursday, June 5, 
has been selected as the date of the an- 
nual spring tournament of the New 
England Shoe and Leather Golf As- 
sociation, to be held this year on the 
Woodland course in Auburndale, Mass. 
Details of the tournament are being 
whipped into shape by a committee 
under the direction of William H. Lar- 
kin, newly-elected president of the as- 
sociation. The annual meeting, held 
recently, resulted, also in the election 
of the following: 

Lyman P. Gutterson, vice-president; 
Lester Packard, treasurer; and Arthur 
D. Knight, secretary. 


Store Name Changed 


BROCKTON, Mass.— Howard H. Le- 
vine, for the past two years manager 
of the Stylecraft Shoe Store of this 
city, has purchased the stock and fix- 
tures from the former owners and in 
the future will operate the store under 
the name of the Brockton Shoe Mart. 
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To Direct Production 











John W. Lake 


St. Loutis—John W. Lake is now a 
director and vice-president of Pedigo- 
Weber Shoe Co. 

Mr. Lake was for several years and 
until April 29, 1930, associated with 
Boyd-Welsh Shoe Co. as a director and 
superintendent of purchasing, shoe- 
making and general production. In 
conjunction with his official duties, his 
active responsibilities in the Pedigo- 
Weber Shoe Co. organization will place 
him in entire charge of the production, 
division of purchasing, shoemaking, 
etc., similar to the duties he covered in 
his former connection, although in a 
wider sphere of operation. 


New Grossman Store on 
Fifth Avenue Opens 


NEw York—The first metropolitan 
shop of the new Julius Grossman retail 
group was open and ready for business 
on Thursday, May 15th, at 537 Fifth 
Avenue, between 44th and 45th Streets, 
where a lease was recently taken on the 
property, comprising 4 floors and base- 
ment. 

James W. Harty, who for 33 years 
was prominently identified with the 
Coward Shoe Co., is in charge of the 
Groosman retail stores, and will have 
his headquarters in this new store. Mr. 
Harty will have under his personal 
supervision a staff of 35 expert shoe 
fitters, all with many years experience 
in the fitting of orthopedic footwear. 

A complete line of smart shoes for 
women will be carried on the main and 
second floors, with children’s shoes sold 
on the second floor. The men’s depart- 
ment will be confined exclusively to the 
third floor, and the fourth floor will 
be reserved for the executive officers. 

Jack Hirsch will serve as assistant 
manager to Mr. Harty, Joseph Moran 
will be the manager of the men’s de- 
partment and William Diehlman will 
be in charge of the children’s shoes. 

All women’s shoes to be sold will be 
made in the Julius Grossman Factory 
on DeKalb Ave., Brooklyn. The Gross- 
man plant is well known as the manu- 
facturer of Pedemode shoes and as the 
maker of women’s shoes for Coward 
for over 30 years. 

Another retail store has been opened 
at the Grossman factory, to take care 
of the needs of the Brooklyn trade and 
to take particular care of special orders 
and made-to-measure shoes for both 
men and women. 
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MUSEBECK 


SERVICE 
SHOE 


Men who work 
on their feet ! 


This shoe is built to give a lot 
of service and dealers who stock 
it can promise a lot of service 
without fear of having any re- 
actions. This MUSEBECK SER- 
VICE SHOE is built with all the 
famous MUSEBECK DOUBLE. 
ARCH WEAR-STRAIGHT FEA.- 
TURES that give a most scientific 
support to the bone structure o! 


the foot 


The MUSEBECK SERVICE 
SHOE is made from Black and 
Tan Elk which has been treated 
with the Taylor Leather Preserver 
process. It has an overweight 
double, Rock Oak sole. Sell this 
shoe to oil station attendants and 
garage mechanics, and a hundred 
other places for Service Shoes 
to any man needing a shoe that 
gives a lot of service, foot protec- 
tion and a lot of comfort 


STOCK NUMBERS: 


38 Tan Elk, Double Oak Sole. 
68 Black Elk, Double Oak Sole 


$ 





Terms 2% 


MUSEBECK 
SHOE COMPANY 
DANVILLE, ILLINOIS 


20 Days, 30 Days Net 
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WHERE TO BUY 
Men's Shoes 
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87 STYLES IN STOCK 


EMERSON SHOE MFG. CO. 
ROCKLAND, MASS. 


WRITE TODAY FOR CATALOGUE 
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(P).. A. PACKARD DCO., wauen (PD 





| NETTLETON 
Shoes of Worth 
A. E. NETTLETON CO. 


H. W. COOK, President 
Syracuse, N. Y., U. S. A. 
MEN’S FINE SHOES EXCLUSIVELY 








Stacy Adams Co. 
Manufacturers of 
MEN’S FINE 

SHOES 


Brockton, Mass. 




























E. H. Bickel to Direct 
Capitol Shoemakers 


St. Louis — 
With the comple- 
tion of the new 
factory at Sulli- 
van, Ill., of the 
Brown Shoe Co., 
a further an- 
nouncement was 
made concerning 
expanding of the 
activities of the 
Capitol Shoemak- 
ers and Blue Rib- 
bon Shoemakers, 
both of which 
are subsidiaries 
of the Brown organization. 

Blue Ribbon Shoemakers will offer 
the trade their line of ‘“Naturalizers” 
and novelty sport welts and a new line 
of fashionably styled high arch type of 
Littleways designed for young women. 
The process used makes a shoe flexible 
in two ways with very thin edge soles. 
A. C. Fleener will be in charge of Blue 
Ribbon Shoemakers, as heretofore, with 
headquarters at 12th and Russell Ave., 
St. Louis. 

E. H. Bickel, associated with the 
company for the past five years and 
previously connected with some of the 
leading retail stores, has been placed in 
charge of the Capitol Shoemakers, with 
headquarters at 1604 Washington Ave., 
where the new line which has been ex- 
panded and improved is being dis- 
played. Shoes retailing at $5.00 and 
$6.00 and up will be featured. 

These shoes will be produced in the 
Charleston plant of Brown Shoe Co., 
which has specialized in high grade Mc- 
Kays for the past ten years. Both the 
Capitol and Blue Ribbon lines are 
ready, and the salesmen will leave for 
their territories shortly. 





E. H. Bickel 





New Brown Shoe Plant Opens 
Next Month 


St. Louts—Brown Shoe Co. will open 
bee new plant at Sullivan, IIl., on 
June 6, completing plans for their new 
factory line-up which have been in proc- 
ess of development for some time. The 
new factory, with its modern and effec- 
tive plant construction, will have a 
capacity of 5000 pairs per day. The 
very newest machinery for producing 
improved McKays is being installed. 

As with all of its other factories, the 
new plant has been designed with the 
view of providing ideal working con- 
ditions for the employees, the company 
realizing this requirement in the pro- 
ducing of perfect shoemakingz. 

W. M. Kohlhauff will be in charge of 
the new Sullivan plant, having been 
transferred from the Salem, IIl., fac- 
tory of Brown Shoe Co. A group of 
experienced workers will staff the new 
unit as well as a corp of competent 
assistants. 

The Sullivan unit makes the seven- 
teenth manufacturing plant of the bat- 
tery of factories operated by Brown 
Shoe Co., Inc. The additional factory 
facilities makes it possible for the 
customers of Brown Shoe Co. and Cen- 
tral Shoe Co. to receive better service 
from the in-stock departments than 
ever before, the company announces. 
The total capacity of the company with 


this additional production will be 75,000 | 


pairs per day. 
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Haverhill Production 
Shows Slight Increase 


HAVERHILL, Mass.— The Haverhill 
industry is operating at about 70 per 
cent capacity for the first two weeks 
in May. A slight advance over April 
production was experienced in these 
opening weeks. Business, however, is 
almost exclusively for immediate deliy- 
ery. Whites and sports make up the 
greater part of the present business. 

Predictions are for an early opening 
of fall buying. Several representative 
manufacturers are anticipating some 
June buying which is something new in 
the local industry’s experience. 

The revival in the turn shoe business 
in the local industry, forecast earlier in 
the season was demonstrated this week 
with three new turn shoe enterprises 
getting under way. 

The Rickard Shoe Co., Inc., a new 
$200,000 corporation headed by Edward 
M. Rickard, Henry C. Rickard, and E. 
M. Rickard, Jr., is the largest of the 
new plants. 

The Poulin Shoe Co., is a second turn 
enterprise and is engaging in the 
manufacture of popular-priced turns in 
the old P & G plant, Essex street. Fd- 
ward A. Poulin, formerly of the Roslin 
Shoe Co., heads this enterprise. 

The Slipper City Shoe Co., long iden- 
tified with the women’s McKay in- 
dustry, is starting a companion line of 
medium grade turns at the local plant. 

The Bowdoin Shoe Co., which has 
made successive expansions during the 
past two seasons, 1s reported contem- 
plating another boost in output. This 
firm sells the chain store trade. 





Florsheim Leases on 59th 
Street 


New YorK—The Florsheim Shoe Co. 
has leased the store immediately ad- 
joining the corner in the recently com- 
pleted Plaza Building, Madison Ave. 
and 59th St. The space leased by 
Florsheim fronts 22 ft. on 59th St. and 
will be the third store in New hg ve 
City for this company, two others be- 
ing established at 155 W. 42nd St. and 
1577 Broadway. 


M. J. Howard Opens Store 


KALAMAZOO, MicH.—M. J. Howard, 
who has been in charge of the Entroth 
Shoe Co. store here for some time, has 
opened a new Wahl shoe store to ” 
known as the Slipper Bootery in Ba 
tle Creek, Mich. 





Riegelman in New Location 


YorkK.—Riegelman Novelty 
Corp., manufacturers of shoe orna- 
ments, have changed the location of 
their salesroom and headquarters and 
are now located at 12-14 W. 37th St. 


NEW 





To Open Store in Altoona 


ALTOONA, PA.—John S. Gingrich, who 
for twenty years has been buyer of 
women’s and children’s shoes in the de- 
partment store of the William E. Gable 
Co. here, is opening a retail store of 








his own featuring footwear at $5.0, 
$6.00 and $7.50. Vitality Shoes will be 
| featured in the orthopedic department. 
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No. 0145—$3.50 (with locks) 
— 3.35 (without locks) 
Black Velvo and Grain, Lock on Each 
Shoe in Brilliant Color, Leather Heel, 
Click Steel Heel Plate, C and D—5/11. 


SOMETHING NEW 
SOMETHING DIFFERENT , 


THEY RE 


The live-wires of your community 




















want their “warm numbers.” 
To show them is to sell ’em. 


Can be sold with or without locks. 
Already a proven big seller. 





Representative Wanted for Philadelphia. 
Give experience and references in first 
letter. Confidential. 














BOB <SSMART <SHOE Co. 


MILWAUKEE --°- WISCONSIN 


Pittsburgh Office—505 Lyceum Bldg. 
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Colony 

Boston—183 Essex Street Shoe Co. 


Brockton, 
N. Y.—915-917 Marbridge Bldg. Mass. 
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Ultra-Smart Sandals 


Complete color 
combinations 


Coward Get-Together Dinner 


New YorK—The Coward Shoe Co. 
held a get-to-together dinner for the 
employees of their two New York stores 
on Friday, May 9th, at Salzman’s 
Restaurant, 121 Chambers St., with | 


ent. 

Representatives of the Lane Bryant 
organization were present, as well as 
guests from the Adapto factory in 
Lynn. H. V. Moser, general manager 
of the Coward stores, and L. A. Leo- 


; pold, general manager of the Lane 


Bryant shoe departments, spoke of the 
bright prospects for the new line-up 
and the outlook for Fall. 

An optimistic note was struck by the 
group of speakers, including William 





Goodes, Coward men’s shoe buyer; 
Charles Lippincott, children’s shoe 
buyer; George W. Mustoe, manager of 
the Coward 47th Street store, and 
others. 

Charles Lippincott, who has been 
identified with the original Coward 
store for upwardss of 26 years, was ap- 
pointed manager of the downtown 
store. No immediate changes are con- 
templated, with the sales policy of the 
Coward stores remaining as before, 
and with the same strict attention to 
quality upheld throughout. 








Unusual 
Profits 
Write direct 


BIARRITZ _ SANDALS, INC. 
| 33 West 27th S New York 




















FOR WOMEN 
THE JOHN EBBERTS SHOE CO., INC. 
IN Buffalo, N. Y. STOCK 
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Gilbert Shoe Store to Move 


SEATTLE—Tom Gilbert, pioneer re- 
tail shoe merchant of Eugene, Oregon, 
will move his store at 35 Eighth Av- 
enue West, where he has been for the 
past seventeen years, on June ist. He 
will combine this with the store he 
opened at 881 Willammette Street last 
year, operating the one store hereafter. 
Mr. Gilbert was unable to renew his 
lease on the former location due to the 
pending construction of a new Medical 
Arts Center on the site. He has been 
in the shoe business in Seattle for the 
past thirty years, and in the shoe busi- 
ness for forty years. W. C. Ham, who 
has been with Mr. Gilbert for eighteen 
years, will manage the combined store. 
Dean R. McAlpin and Don Myers from 
the Willammette Street store will be 
retained. 





Marriage of Madison W. Pierce 


ROCHESTER, N. Y.— Madison W. 
Pierce, a member of the corporation of 
William Eastwood & Son Co., and a son 





for Shoes and Hosiery 


made of white, 
\ transparent or colored 
FAIRYLITE 


Shoe Form Co., Ine., Auburn, N. Y. 
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of the late John H. Pierce, who also for 
many years was buyer of women’s 
shoes and an officer of this company, 
was married May 15th to Miss Anne 
Bristol, of Rochester. The wedding was 
one of the principal society events of 
the season. Among the honorary ush- 
ers was Charles Brannock, son of Otis 
Brannock, of Park-Brannock Shoe Co., 
Syracuse. Mr. and Mrs. Pierce are 
spending their honeymoon in Bermuda. 





Wm. Pidgeon, Jr., Ill 


ROCHESTER, N. Y.—William Pidgeon, 
Jr., president of the Rochester Retail 
Shoe Dealers’ Association, is seriously 
ill and has been confined to his sum- 
mer home at Conesus Lake, the past 


about 250 employees and guests pres- ; 


| Lynn Reports Increase 
in Demand for Whites 
LYNN, Mass.—The white season has 


opened up strong here, favored, per- 
haps, by an extra early and extra warm 


summer heat 
| arrived in this locality well ahead of 
| schedule. It’s expected that the run on 
whites will continue good to June 15, 
for soon after merchants will begin to 
liquidate white goods. 

The white shoes are many and varied, 
| some being white all over, these for 
| dress and country club wear, as well 
as commencement exercises, and some 
oeing of white with trims of tan calf, 
these being for gallery and prom- 
enade wear, and some being of white 
touched up with black or bright hues, 
The leathers are of the glossy and dull 
grains and of the velvety nap finishes. 
One smart line is of white buck, with 
tips and foxes of white kid. Conversely, 
there is a business in black shoes, deli- 
cately trimmed with illuminating 
colors, and including patents with a 
touch of white. A few new fall sam- 
ples present patent leather with trims 
of dull finished leather. The Re SS 
of the reptile reduces the gloss of t 
; shiny leather. Dull shark and morocco- 
like grains also are used to get me 
same effect. Pumps, of the seamles 
class, continue in favor. But there are 
more oxfords than a year ago at this 
time. These oxfords are of the summer 
weight class, and are different from the 
familiar oxfords, in design as well as 
weight. Straps are expected to come 
back strong in the fall, and some of 
them will ride quite high. 

Hand-to-mouth methods of buying 
keep on gaining. Merchants keep their 
stocks low, and turn them quickly. So 
manufacturers are forced to new quick 
production methods. One of the newest 
ideas is to make up shoes in 12-pair 
lots. It used to be that 72 pairs made 
up a case, and later 36 pairs to a case 
became the common standard. Now one 
leading firm is preparing to make shoes 
in dozen pair lots, and it’s expected 
that others will follow, because shoes 
can be moved faster through the fac- 
tories in small units than in large ones. 


' spell of weather, for 








Gorden G. Anderson Dies 


MILWAUKEE, WIs.—Three days fol- 
lowing the death of his wife, ete 
G. Anderson, treasurer and manage 
of The Stickney Shoe Co., cera 
died at the Shorewood Hospital on 
April 28. Mr. Stickney underwent an 
operation five months ago at the Mayo 
Clinic, Rochester. While nursing her 
husband at the Milwaukee hospital, 
Mrs. Anderson suffered an infection 
of the throat and died after a five- 
day illness. They are survived by two 
children, two and five years of age. 

Gorden Anderson will be missed by 
the retail merchants of Wisconsin, 
Minnesota and Iowa on whom he called 
for the “Stickney” company. 





Capitalized at $100,000 


In an item under the heading “Bu:si- 
ness Changes” in the May 10 issue of 
BooT AND SHOE RECORDER the author 





two weeks. His early recovery is pre- 
dicted by his attending physicians. His | 
fellow shoe merchants were pained to | 
learn of their chief’s illness. | 


ized capital of Samuel Cohen Shoe 
Stores, Inc., Hempstead, N. Y., was 
given as $10,000. Mr. Cohen states tht 
the correct amount is $100,000. 
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ANN ELISE Welts for Summer 
Are Light. Flexible. and Salable? 


Ann Elise Summer Welts are styled right for immediate sales, and 
their lightness and flexibility make them particularly desirable for 


warm-weather business. 


Every Ann Elise style, sport or regular, is 


made on Coordinated Lasts and Patterns, and will give sample size 


fit and appearance in every size and width. 


In materials and work- 


manship, as well as in fitting qualities, Ann Elise Welts are demon- 
strably ahead of competition. You can prove this to your own satis- 
faction by placing a trial order on any of the styles illustrated. Or 
write to the nearest office for the new summer in-stock folder. 





No. K9708—‘‘Nurses’ Special’’ Levor's 
White Grain Kid, Four-Hole Tie with 
Loop at Throat, Kenmore Last, 14/8 
Wood Cuban Heel. Wafer Rubber Top- 
lift. In stock AA, A, B, C, D, Auburn 
Ge eee 84.00 





No. K1153—Black Kid Button One- 
Strap, Kenmore Last, 14/8 Leather 


Heel, Wafer Rubber Toplift. In stock 
AA, A, B, C, D at Auburn and St. 


Pde dwssenoescesonesseees $3.15 
No. K1353—As above in Brown Kid. 
$3.35 

No. K1253—As above in Patent 
Leather, Auburn only.......... $3.25 





IN STOCK 


St. Louis—Auburn 





No. 11134—Dull Black Kid One Strap 
Center Buckle. Irene Last, 16/8 Wood 
Louis Heel. In stock AAA, AA, A, B, 


Se Go 0.0964 66-05008 83.85 
No. 11234—Same in Patent Leather 
RE Be Si kon sscceene< 83.85 





No. L1133—Dull Black Kid T Strap 
LaSalle Last, 14/8 Wood Cuban Heel 
In stock AA, A, B, C, Auburn only. 


$3.65 
No. L1333—Same as above in Brown 
Des <osisdueews pes .... 84.00 


AULT-SHACKFORD 


SHOE COMPANY 


ST. LOUIS, MO., 416 North 12th St. 


(In-stock Dept.) 


AUBURN, ME. 


(Factory and In-stock Dept.) 
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Boot AND SHOE RECORDER 
combining THE SHOE RETAILER, May 24, 1930 


ANN ELISE WELTS + ANN ELISE WELTS 








@ 





SLTAM ASITA NNV 





. SLITAM ASITA NNV ® SLIAM ASITA NNV © SLTIAM ASITA NNV © SLTIAM ASITA NNV @ 


2 


SLTAM ASITA NNV 





© 





AT BT TT OE Ol 


WHERE TO BUY 
Men’s & Women’s 
Slippers 


lle i ie tie de i ee 











For Immediate 
Delivery 
Sizes 2%-8 
Unusually 
smart Hand 
Turned Pat- 
terns 
black kid 
and 
soles. 


Packed in 
18 or 36 
pelr eases. 


The Norridgewock Shoe Co., Inc. 
NORRIDGEWOCK, MAIME ccm’ 
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IN-STOCK In Brown Black and colors. 
MEN’S OPERA Combining style with com- 
SLIPPERS fort. Produced by the 


manufacturers of 


Cy Keen. 


Samples and prices Pullman Slippers. 
on HOE Nationally known. 
SWAN SHOE CoO., Inc., Baltimore, Md. 


Manufacturers 
New York Offlee—Ropm 551, Marbridge Bidg. 











Styles for 
Men Women & Children. + 
“IN STOCK’, 


Let lls Outline 







Style 28783 
ed eter de of Quality Slippers 
ded Soles, boy Aes and 

Woolskin Slippers: also Keay Moc, 


aves and Ventilated Oxfords and 
~Let us, - hy arb a! 


jum Footwear: 
Shipper Merchandising’ 
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He Challenges the Verdict 


[CONTINUED FROM PAGE 32] 


she could manage on the same. After 
sentencing Green to dispose of his 
property as soon as he could without 
loss to his investment, he addressed 
Mrs. Green and informed her that the 
Court ordered her to take 10 per cent of 
her housekeeping allowance every 
week and spend it on herself for her 
own personal pleasure and adornment. 
And he further sentenced Green to 
give up the use of cigars and other 
personal indulgences until he had com- 
pleted his sentence. 

I asked Green what was his main 
grievance in the matter; with that he 
took from his pocket a letter which he 
— me to read. It was as fol- 
ows: 


Mr. Charles Green. 
Dear Sir: 

After our conversation in relation to 
your property. I am in position to offer 
you $10,000 advance on what you paid 
for the same. Paners to pass as soon 
as possible. If this meets with your 
approval, please advise me, and an 
agreement will be drawn and I will 
make a deposit of $2,500 on same. 

Yours truly. 
JOHN HOPEWELL. 


“You see,” said Green, “I knew what 
I was about when I was buying this 
property. It is located in the very best 
part of our town; it was sure to in- 
crease in value. I believed I was mak- 
ing a good purchase when I bought the 
same. I had settled for good, a loca- 
tion for myself and I was receiving an 
income from rentals that far more 
than paid interest, taxes, insurance 
and other expenses and was worth far 
more to me than the 2 per cent dis- 
count which I was offered in the pur- 
chase of my goods. It was shortly 
after the receipt of this offer, which I 
declined, that I got my tenants to- 
gether, and as their leases were expir- 
ing very shortly, in an amiable and 
satisfactory manner I adjusted the 
rents and made out new leases, that 
would insure me an income showing 
that my investment was a sound and 
profitable one. And furthermore, with 
the increase in the value of this prop- 
erty during the next few years. even 
$20,000 would hardly have tempted me 
to accept such a proposition.” 

After hearing Green’s explanation, I 
asked him if he had any objections to 
my taking this matter up with his at- 
torney, and his reply was in the affirm- 
ative. I asked him also why he did not 
present this matter during the court 
proceedings, and to this he replied that 
he was a little anxious to see how much 
an average jury and judge would know 
how to handle a case of this kind. I 
immediately got in touch with Green’s 
attorney and explained the situation to 
him, and in return he secured an inter- 
view with the district attorney and 
Judge Braddock, after which the judge 
was so impressed that he called a spe- 
cial session of the Court to reopen the 
case, and also commanded each mem- 
ber of the jury to be presert. When 
the facts were made known, Judge 
Braddock said that he felt it was his 
duty to ask the jury to again recon- 
sider their decision. They were es- 
| corted to the jury room and in about 
a half an hour returned with a ve 
| of “not guilty.” 
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| Judge Braddock then addressed the 
jury and said: 

“Gentlemen, it seems that injustice 
| has been done an honorable man. He 
| has acted wisely and well, and the sen- 
tence passed by this Court is revoked 
and Charles Green will be entitled to 
retain the ownership of his property, 
and the courtesies extended to his wife 
will be left for the couple to settle be- 
tween themselves.” The Court then 
closed. 


Double Men’s Shoe Sales 
Through Showmanship 


[CONTINUED FROM PAGE 23] 











Man is vain, but of course, he will not 
admit it. He wants something that is 
stylish but he is afraid of that word 
“style’—it actually scares him. He 
thinks he will appear effeminate. Due 
to the past business depression, consum- 
ers are very sensitive. They now hate 
to be sold, but I do believe that we all 
have an unfailing love for buying 
things. Convince the consumer with 
logic and then let him decide for him- 
self. 

In conclusion, emphasize color har- 
mony as the clothes manufacturer, 
cravat and shirt people do, etc. Sell 
black shoes for the blue or gray suit, 
but also emphasize the correctness of 
to russet brown shoe for the brown 
or tan suit. Every customer that comes 
into a shoe store should have a pair of 
brown shoes and a pair of black shoes, 
as well as a pair of sport shoes, for 
surely the average man has either a 
blue or gray suit and a brown or tan 
suit. A brown suit is informal even 
after six o’clock and there is no reason 
why he should attempt to be formal 
with his feet and informal with his 
clothes. He is far better dressed even 
after six o’clock if his shoes harmonize 
with his suit. There is one thing cer- 
tain and that is, men are reaching a 
very low point in their shoes because 
they have held up buying a new pair so 
long. They have to buy soon, there is 
no question about that, so I believe that 
we will have a very fine business this 
Fall in men’s shoes. 

I want to add that this normal 
amount of business that we anticipate 
can be doubled if the shoe merchants of 
America will put in more attractive 
windows—something that will make the 
crowd stop, look and listen and that 
will urge them to buy. 





New Schmidt Store in 
Pittsburgh 


PITTSBURGH, Pa., April 21 (UTPS) 
Schmidt’s have opened another new 
shoe store in 137 Sixth Street, here. 
This makes the fourth store now being 
operated by this Pittsburgh firm. In- 
vitations to patrons of the store ask 
them to visit the new salesrooms, de 
ignated as “our new 5 and 10 store.” 
Fashionable footwear of enduring qua!- 
ity and barefoot comfort without ex- 
cessive cost can be obtained in the new 
store at attractive prices. The other 
three stores of the company are in 
t. downtown, and in 
| the borough of Dormont. 
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A smart number for tne hundreds of shoe buyers who still make it their 
business to search out lines that represent sound value, lines that are 


free from merchandising frills, lines that have that sheer ‘‘beauty of 
quality’’ season after season. The Basque is illustrated in white and 


( 


tan calf. Carries a 15/8 leather heel. Drop us a line and we will have 


a salesman call. 


THE STANLEY DUTTENHOFER SHOE Co. 


CENTRAL PARKWAY CINCINNATI, OHIO 
CHICAGO OFFICE LOS ANGELES OFFICE 
Charlie Osler, Great Northern Hotel Charlie Farthing, Lankershim Hotel 


“TAIABLE TO THE LAST PAIR’ 
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WHERE TO BUY 
Men’s & Women’s 
Slippers 


A 6 Or er 











Soft Sole Slippers 
Colors in Stock 
76c. $1.25 $1.85 
Send for 
Samples 


STAR FOOTWEAR MFG. CO. 
50-54 Ne. Fourth St., Philadelphia 














PARISTYLE FOOTWEAR MFG. CO., INC. 
Factory and Salesroom 
40-46 West 25th St., New York City 


Catalog 
sent on 
request 





High Grade Turn Mules and D’Orsays 











MEN’S FINE 
“HAND TURNED 
SLIPPERS 
Manufactured 
oe Sree by 
92.15 tw 98.60 w. S. CHASE & SONS 


Haverhill, Mass. 
Besten Office: Room 501. Statler Bldg. 














WHERE TO BUY 


Store Fixtures 








BETTER SHOE FITTING 
SERVICE 
Saves Sales 








Makes Good Fitting Easy 
FRE® TRIAL 
8321 8S. Salina Street, Syracuse, N.Y. 
THE BRANNOCK DEVICE 
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WHERE TO BUY 


Shoe Ornaments 
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SHOE 
ORNAMENTS 
OF EVERY 
DESCRIPTION 





REYNOLDS <@ | 
7 Eddy Street 
Providence, Rhode Island 




















Retailers Optimistic for Fall 


Merchant Distributors of Selby Lines Meet in Interesting 
Convention at Portsmouth and Ironton Factories 


PorTsMOUTH, OHIO—Optimism 
marked the convention of represent- 


ti of the Selby Arch Preserver, | é 
Tru-P / | assistant editor of The Ladies’ Hom: 


Tru-Poise and Iris shoes held recently 
at the factory of The Selby Shoe Com- 
pany and at the Selby, Ironton, Ohio, 


lant. Fifty representatives were pres- | n t 
a ie i | Selby Company to supervise production 


ent, including one from New Zealand 
and two from Australia. 

With Roger A. Selby, President of 
the company, presiding, the convention 
was declared to be the best in the more 
than fifty years’ experience of the con- 
cern. That the sales plans outlined by 
L. M. Doty, general sales manager, will 
produce a very satisfactory volume of 
business during the coming year was 
the opinion expressed by all. 

Special pains had been taken to pre- 
pare a program of unusual interest, 
and the talks and demonstrations pre- 
sented were very illuminating. After 
opening remarks by President Selby, 
the first day’s session began with an in- 
spirational talk by the Reverend James 
Thomas of Cincinnati. The Hyde Park 
Community Church of which he is pas- 
tor, was built with contributions from 
people of all denominations and is at- 
tracting one of the largest congrega- 
tions in Cincinnati. The minister spoke 
on “Your Job and You.” 

M. L. Pernice, Jr., president of The 
Procter & Collier Advertising Agency 
of Cincinnati, spoke on the consumer’s 
needs and desires. His talk was illus- 
trated with drawings and was one of 
the very interesting features of the con- 
vention. 
Neally, vice-president of the Procter 
& Collier Company, who talked on 
dealer newspaper advertising and other 
ferms of publicity. 

Richard Sherrington, advertising 
manager of The Selby Company, pre- 
sented Selby’s advertising program for 
the coming year. This was followed by 
a general forum led by Ross Donohoe, 
assistant sales manager. 

The second day’s session opened with 
a talk by N. B. Griffin on how to fit 
various kinds of feet and a diagrammed 
explanation of the principles of Arch 
Preserver Shoes by C. W. Hooper, the 
Selby dealer promotion expert. 

C. E. Phillips of Louisville, Ky., fol- 
lowed with a description of the new 
juvenile shoe store he recently opened 
in a suburban residential location. Mr. 
Sherrington and George Risley then 
presented the new line of children’s 
shoes. 

In the afternoon William Pidgeon, 
dealer of Rochester, N. Y., discussed 
“Building a Business on an Orthopedic 
Basis.” This called for a general dis- 
cussion. 

Later in the afternoon the conven- 
tion adjourned to Ironton where the 
visitors attended a style show in which 
living models displayed the new line of 
Iris shoes designed by N. B. Griffin. 
Dinner at “The Oaks” completed the 
program for the day. 

_ The next and last day of the conven- 
tion was opened with a talk by Miss 
Ruth Kerr, representing the Calf Tan- 
ners’ Association. She discussed the 
growing vogue of calf shoes and gave 
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He was followed by A. W. | 
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F 
the convention many thoughts from th 
feminine viewpoint. After a discussion 
of Miss Kerr’s talk, W. J. DeGrouchy, 


Journal, discussed style trends. 
In the afternoon William Hooley, 1 
cently brought to Portsmouth by tl 


in the turn division of the busines:, 
presented the new Tru-Poise line. Me: 

chandising was discussed by Josep 

Ryan, and with closing remarks } 

President Selby the convention a 

journed. 

Among those present at the Conver 
tion were H. M. Marler, Tod Marti 
C. E. Phillips, Wm. Pidgeon, Jr., Henr 
Hageman, Austin Hermann, M. |! 
Pernice, Jr., A. W. Neally, Donald 1 
Bass, W. A. Bodine, C. W. Cahoor 
C. C. Crisler, Henry Duff, H. E. Enso 
John Fenton, J. C. Grimes, F. C. Her 
John Huston, E. C. Keleher, P. J. Kid 
well, O. H. Kirkpatrick, L. L. Lindse; 
J. P. Lorey, J. P. Lucas, N. T. M 
Casky, S. E. McDaniel, H. E. Marco 
net, A. I. Benedict, W. B. Moore, F. ( 
Peterson, C. A. Quinn, F. Quinn, J. § 
Quinn, O. E. Rickey, C. A. Risley, C. D 
Risley, George Risley, J. S. Shaw, P. W 
Craig, W. W. Skinner, Milton Somme: 
J. A. Vonderembse, Paul G. William 
J. T. Winsor, W. L. Ramery, Vict: 
Schmidt, A. V. Wolcott, and Josep 
Ryan. 


Split on Daylight Saving in 
Baltimore 


BALTIMORE, Mp.—A number of th 
shoe manufacturing concerns, jobber: 
of footwear and exclusive shoe shops 
in addition to all the leading depart 
ment stores and many specialty shops, 
of Baltimore, Md., have adopted volun 
tary daylight saving time, sponsored by 
the Association of Commerce of Balti 
more. . The local postoffice has als: 
adopted the daylight saving schedule o! 
operation. 

However, the public schools, munici 
pal departments and many commercia 
establishments are adhering to th: 
standard time schedule. This is ex 
pected to provide confusion. 

The adoption of daylight saving time 
even in a voluntary way, has been don 
this year for the first time in severa 
years in the Monumental city. 


Opens Shoe Department 


BALTIMORE, Md.—Jacob Weber, trad 
ing as Weber’s, has opened a shoe de 
partment in his new apparel and cloth 
ing shop at 561 North Gay St., Balti- 
moré, Md. Mr. Weber had at one tim 
been a member of the department stor: 
firm of Weber & Seigel, which dissolved 
partnership after forty years, about 
two years ago. Since that time, Mr. 
Weber has maintained a combined 
clothing and apparel store at 554 North 
Gay St. By taking over larger quarters 
at 561 North Gay St., Mr. Weber has 
—_ it possible to open a shoe depart- 
ment. 

































TO THE TRADE 


Style trends point unquestionably to suede calf for women’s 
fine shoes. Our contact with large manufacturing distrib- 
utors and many retail outlets has established the fact that 
shoes of suede calf, in both black and brown, moved satis- 








factorily last fall and winter. 





Candidly, the concerns to whom we refer specified Velvetta 
Suede Calf throughout their lines. They were not forced 
to carry over large quantities of brown suede shoes, as 





was certainly the case with many retailers who bought 





shoes containing imitations or inferior makes of suede, 





that crocked, and were not style correct for color. 





To retailers of better grades of women’s shoes, Hunt-Rankin 
offers the finest suede calf in the world —Velvetta Suede 
Calf —the non-crocking leather. 





Velvetta Suede Calf has national consumer acceptance. 
Clever merchandise men today are specifying Velvetta, 
identifying their local store with our national advertising, 






selling their stocks of suede shoes. 





For fall 1930, we predict a greater demand for Velvetta 
Suede Calf. To retailers who specify this leather, we shall 
be pleased to furnish dealer helps. 


HUNT-RANKIN LEATHER COMPANY 


106 BEACH STREET, BOSTON, MASSACHUSETTS 
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WHERE TO BUY 
Children’s Slippers 


6 ee 





SHAFT-PIERCE SHOE CO. 
FARIBAULT, MINN. 
SPECIALISTS SINCE 1892 








Approved by Medieal Men 


As a fully ventilated - 
shoe the Burkl ve 








IDEAL BABY SHOE CO. 


MRS. A. L. DAY 
887 Fourth Avenue 
New York 


828 W. Jackson Bivé. 
Ohicago 


1807 Washington Ave. 
St. Louis 
49 Fourth St. 
San Francisco, Cal. 
Factory, Danvers, Mase. 
Send for Catalog 
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WHERE TO BUY 


Store Fixtures 


NEW GOODWIN CATAI 
FINTURES 
INSTALLATIONS 


re) SHOE STORE 
and STORI 


( l GOODWIN & Cé 


Worceste: 


ey | 
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WHERE TO BUY 
W ork Shoes 
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SPECIALISTS IN 
MEN’S and BOYS’ 


Goodwill Shoes 


For Hard Service and LongWear" 
H t M f 


WB Work and Service Shoes In Stock [i 








He Stands Ace High with Kiddies 


[CONTINUED FROM PAGE 19] 


customers into the store, and definitely 
accomplished the major objective of ac- 
quainting them with the children’s shoe 
lines. 

It was the intention to have the chil- 
dren register as they came into the 
store. However, the crowd was too big 
and the children too excited about the 
party to make a fair registration pos- 
sible. For the benefit of dealers who 
may be contemplating a children’s 
party and wish to develop a mail- 
ing list, Mr. Miller suggests that 
admission be by means of advertisement 
coupons or tickets bearing the name and 
address of the child. 

The radio club plan centers around 
a weekly broadcast of entertainment 
for children over station KYW, Chi- 
cago, each Tuesday evening between 
5:30 and 6:00 o’clock, sponsored by 
Sinsheimer Bro. & Co., of Chicago. 
Uncle Bob is in charge of the program, 
which in addition to formal announce- 
ments includes child-interest tales into 
which references to the shoes are clever- 
ly woven. In the course of the program 
the children are invited to become mem- 
bers of a radio club, the naming of 
which sinks the manufacturer’s trade 
name into the public consciousness. This 
is excellent dealer-backing. Uncle Bob 
announces that an attractive club but- 
ton will be furnished to each applicant, 
and the response has been phenomenal. 
Thousands of children have written to 
him, asking for the button. 

The names of these children, with 
addresses, are furnished to the com- 
pany’s dealers. They constitute what 
may be termed a live prospect list, and 
this radio club plan is the source of 
the thousand or more names that Kauf- 
mann & Wolf have on their radio club 
prospect list. 

Subsequent handling of a prospect 
list is up to the dealer, for whom the 
manufacturer has devised a practical 
follow-up plan. Kaufmann & Wolf send 
to each of these prospects as names 
come in, a letter printed on green sta- 
tionery congratulating them upon being 
made members of the Radio Club and 
inviting them to come to the store to 
see the shoes that they have been hear- 
ing about over the radio. 

“And,” states this letter, “the very 
next pair of them you get, you'll be 
made a member of our birthday club.*** 
There’ll be birthday presents and par- 
ties, too.” That this selling plan is 
effective is demonstrated by the grow- 
ing roster of the Kaufmann & Wolf 
Birthday Club which, as stated, now 
lists more than 800 actual purchasers. 

The name and address of each club 
member is kept on cards filed according 
to birthday dates. A few days in ad- 
vance of a child’s birthday, a nice con- 
gratulatory letter is mailed, requesting 
that the child call at the store to receive 
a birthday present. And how they 
come. Mr. Miller states that children 
“fight” to be brought to the store that 
they may get their presents. He tells 
of one little girl who would not permit 
plans to be completed for a birthday 
party at home until she had been taken 
to the store to receive her present. 

Maintenance and handling of the 
birthday club list involves but little 
work. The birthdays are fairly evenly 


72 


distributed throughout the year so that 
the clerical work takes but a few min- 
utes’ time each morning. Even with a 
list of 800 names it is necessary to mail 
but two or three letters daily. 

Among the birthday gifts from which 
the children are allowed to make their 
own selections are beads, purses and 
pencils for girls, airplanes, pencils and 
toy automobiles for boys, and a variety 
of gaily painted wooden animals for the 
smaller children. The retail price of 
these gifts will range from 35c. to 7ic., 
which of course represents a substantial 
and attractive present. Their cost to 
the store is low, ranging from 17c. to a 
maximum of 20c. As the average child 
uses three or four pairs of shoes a year, 
it is obvious that the sales cost is very, 
very low. 

No advertising matter is printed on 
the gifts. Mr. Miller feels that this 
would detract from the intriisic value 
of the gifts as such, and at their 
good-will value is enhance by this 
policy. 

Furnishings in the children’s shoe de- 
partment supplement the interest cre- 
ated by the birthday gifts. The chil- 
dren’s fitting benches are decorated 
with animal cut-outs serving as parti- 
tions and ends. Gaily painted ele- 
phants, lions and tigers enliven what 
often is a tedious ordeal for parents, 
children and clerks. In these surround- 
ings shoes can be selected and fitted 
under relaxed and comfortable condi- 
tions. The work of the sales force is 
smoothed, and a friendly impression 
created in the minds of parents and 
children. And it should not be over- 
looked, emphasized Mr. Miller, that the 
child whom Kaufmann & Wolf satisfies 
is a potential life-long customer, not 
only for shoes but for other lines of 
merchandise from furniture to clothing 
and foods. 

There is one more factor that is vital 
to repeated turnover and greater 
profits. This lies in the service, es- 
pecially the size-up service extended by 
the manufacturers. It has played an 
important role in the success of the 
Kaufmann & Wolf juvenile shoe de- 
partment. Mr. Miller characterized it 
as being as nearly perfect as manu- 
facturer cooperation can be in this re- 
spect. It is virtually a dependable, one- 
day service. This makes it possible to 
maintain complete shoe stocks with 
minimum investment, as it is necessary 
to carry but one pair of a size in a 
width. When lines are broken, they 
are easily and promptly filled by ’phone 
or mail orders. 

In conclusion, Mr. Miller states that 
children’s shoe lines are the most profit- 
able shoe lines—if intelligently handled. 
Concentration on a single line prevents 
duplication of sizes and styles, and 
there is no danger of being caught at 
the end of a season with profitless 
odd-lots. 


Harry Bachrach with Crosby 


New YorK—Harry Bachrach, for- 
merly with the Ross Stores, Inc., is 
now with the Crosby Stores, Inc., at 
bn West Fortieth Street, New York 

ity. 
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R1706—Black and White 
woven kid, black trim, with 
combination lightweight 
cork and rubber sole. 





ENGLISH-MADE 
SPORT OXFORDS 


that are finding favor everywhere they 
are shown, because of their smartness, 
quality, workmanship and fit. 


Write for Catalog R-3 
COLT-CROMWELL CO., Inc. 


1239 Broadway stablished 1899 New York City 





R1718—Solid Brown weave, 
White nuback ball strap 
and saddle, kid quarter. 
R1719—As above in 
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MAIZE SHOE Co. S 
LUO HU IMI once 
i N STOCK 


Stitchsteps and 
Compo Smoothsteps 


ORDER TODAY 


TOTO 


"THE prettiest 
shoes made in 
Rochester and 
Ready to Ship on 
receipt of your 
wire or letter. 


Ne 


BUTIX 


OE 


“Stitch-Step” 
B491—Patent Blucher Oxford, Stitch- 
Step, 2%-6, wedge heel $1.10 
B493—Tan Calf Blucher Oxford, 

Stitch-Step, 214-6, wedge heel...%1.10 salesmen that 
. cannot be beaten. 
B494—Carmel Elk Blucher Oxford, Good territory 
Stitch-Step, 2144-6, wedge heel.. .$1.10 now open 
This shoe is also made wtthout heel WRITE in con- 
in Patent only. B481, Blucher Oxford, fidence, giving 
2-6, at references. 





DAL GA\SL)) 


SIDE LINE for 


NOLIN 


NOLO} 


WOE 








1 





LOA 


MAIZE SHOE CO., Rochester, New York 
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GOODYEAR WELT \ 


SPORT OXFORDS 


to sell at 


FIVE to SIX DOLLARS—IN-STOCK 
Our New Complete Catalogue Will Be Sent on Request 
The Arch Moulded Counter 


This specially 
designed coun- 
ter fits snugly 
under the arch 


and gives easy 
and elastic sup- 
port. 


No. 96 
G. G. White Veal 
Calf Blacher 
Oxford 
Black Calf Trim 
Bearfoot Super Orepe 
Stitched Sole, 8/8 Heel 


No. 16 
G.G. Light Smoked 
Elk Blucher 
Buckle Oxford 


Dark Smoke Elk Trim- 


ming 
Bearfoot Super Crepe 
Stitched Sole, 8/8 Heel 


No. 86 
G. G. All White 
Veal Calf Blacher 
Oxford 
Bearfoot Super Crepe 
Stitched Sole, 8/8 Heel 


No. 66 
G.G. Light Smoked 
Elk Blucher 
Oxford 
No. 17 Full Grain Tan 
Calf Trimming 
Genuine Rajah Crepe 
ole 


No. 76 
G. G. Smoked Elk 
Blucher Oxford 
No. 17 Full Grain Tan 
Calf ———... 
Bearfoot Super 
Stitched Sole, 8/8 Heel 


No. 36 
G. G. White Veal 
Calf Blucher 
xford 
Black Calf Trimming 
Genuine Rajah Crepe 
Sole 


No. 886 
G. G. All White 
Veal Calf Oxford 
Bearfoot Super 
Crepe Stitched 
Sole 
11/8 Combination Heel 
AA to © width, sizes 
2% to 8 


IN STOCK—AA to © widths, sizes 2% to 8. 
Price $3.35 


These shoes carry the special moulded long arch 
supporting counter. 


Ten Cents Per Pair Less if ordered in 
quantities of 36 pairs to each style. 


DEVINE & YUNGEL, Ine. 
Shoe Manufacturers 


HARRISBURG, PENNA. 
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WHERE TO BUY 
Ballet Slippers 


Ah 8 6 


BALLET SLIPPERS 


recognized popularity and 

for Barney's slippers af- 

you an unusual profit oppor- 
tunity. 


Omer this appeal to your cus- 
tomers: The ideal for perfect bal- 
“THE TOE 
SHIELD” 

-— 
THEATRICAL 


AND STREET 
FOOTWEAR 


i 


America’s Leading Ballet and Tor Slipper 
House 


804 W. 42nd ST. NEW YORK 


=e > Black Kid 


Expertly Designed Misses & 
Women’s Children’s 


B $1.40 

2.00 1.90 
Manufaeturers 
jeage 





Soft Toe 
Turn 


Ballets 


Ne. 1(00—Regular 
Ne. 50¢@—Buck 


H. F. MAL@TT SHOE Co. 
1915 Girard 8t., Chi 
NEW HARD yy 
ae 





*KENDALL je BALLET 


BALLET SLIPPERS 


IN STOCK 


Orders Alled 
A Re Os 





White on order. 2 65 
Satin on order.. 3.8 


SH] POR CIRCULAR DEPT. 0. 


%& KENDALL SHOE COMPANY » 
MAVERNILL, MASS. 











BALLET SLIPPERS—IN STOCK 


ef the unusual kind 
8102 Bik. Kid Hand Turn 
Seft Tee 


Child's ey 11—$1.35 


SCHWARTZ 2 HERDER, Inc. 
Specialists in Ballet and Comfort Silppers 
341 No. 1ith St., Philadelphia, Pa. 











In Stock Black Ballet 
Slippers 
Ladies’ $1.25 pair 
Misses’ $1.20 pair 
Child’s $1.15 pair 
BLOG SHOE CO., INC. 
147 Duane Street, 
New York City 








Rights and Lefta 
Two Grades 


vise sss Sree 
18688 


Jin Stock 
“85 West Monuree 











are impaired. 

“I am not through my argument on 
this point. The objection. might be 
made that a retailer may get good 
prices—possibly the prisoner, Phelps, 
secured market prices for what he sold. 
But it has been shown that his vicious 
practice of scattering his purchases 
would have wrecked him but for the 
generous help of vendors. If, or when, 
this happens again and he cannot get 
help, he may fail and then his goods 
on hand are sold at the best price pos- 
sible for a quick sale. That price will 
be low—a distress price if you please. 
These goods sold at cut prices disor- 
ganize the normal trade of nearby com- 
petitors and cause them a loss—tem- 
porary no doubt, but nevertheless a 
loss—and so the prisoner would add to 
his crimes. 

“This man Phelps cannot plead ig- 
norance, he was told by the witness 
| Lyons as well as others that his prac- 
tice of small and scattered buying was 
unprofitable all round. Yet he stub- 
bornly continued to commit his business 
crime. 


most valuable, showed that this ten- 
dency to hand-to-mouth buying is bad 
for everybody. Manufacturers cannot 
gage their production and consequently 
their problems and cost of production 
are increased. And no adequate saving 
or benefit is offered to offset this wicked 
practice. 


the defense, will doubtless contend that 
his client is now making a profit. It 
may be, but the evidence does not prove 
it. 
from a cash profit. I am sure, gentle- 
men of the jury, that I do not have to 


a wide variety of similar goods loads 
a store with many items which do not 
sell. The prisoner Phelps would have 


of his creditors, please remember, but 
for the help of these vendors. He will 
do the same again as he accumulates 
more unsalable stock. It must be ac- 
cepted as a fact that his present dead 
merchandise is carried at original pur- 
chase price and so his profit and loss 
statement is not worth the paper it is 
written on. 

“My shrewd and learned friend, Mr. 
Brant, would have brought out that 
merchandise had been properly marked 
down to its fair market value, had that 
fact been true. 
avoided it. Why, he did so, you gentle- 
men can guess! 

“And mark one more piece of evi- 
dence. The retailing specialist Manix 
admitted that a retailer has to bunch 
his buying if he intends to conduct a 
sound business. 


“The fact that certain small makers 
were willing to sell unprofitably to the 
prisoner is irrevelant so far as this 
case is concerned. You can afford to 
ignore their testimony. 

“I am through. All that remains is 
to wait for your definite verdict of 
guilty when your valuable service to 
your State will be rendered.” 





While Flinn was speaking Phelps was 
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cally—their reputation and character | 


“The expert Carr, whose testimony is | 


The Business Crime Court 


[CONTINUED FROM PAGE 29] 


seen to turn pale. It seemed for a 
time that he would faint. His counsel, 
Brent, however, smiled pleasantly al! 
the time. 

When Brent rose he gazed benignly 
at the jury. Then with a quiet recog- 
nition of the Court he humped himself 
off his chair and after sitting on th 
counsel table he began: 

“Gentlemen of the jury. I am sur 
you are all as much impressed with th: 
zeal of my learned brother Mr. Flinn. 
I must admit that if my client’s position 
were not so secure I should be muc! 
disturbed for his well-being. Certain], 
if eloquence and a truly wonderful 
marshalling of facts were all that was 
necessary to convict my client, his cas« 
would indeed be perilous. 

“However, you gentlemen are too in- 
telligent to allow your judgment to be 
swayed by an eloquent appeal to your 
emotion, or your opinion controlled by 
a category of irrelevant facts. 

“It would be excusable if you thought 
the policy of buying in small lots was 
something which my client and other 
retailers of his generation had created 
—that a new and vicious form of busi- 
ness immorality had been developed re- 
cently. But that is not so. Buying in 
small lots is as old as distribution itself, 
and to accuse my client of a business 
crime is ridiculous, for the act com- 
plained of has the justification of age 
and general acceptance. 





“My learned friend, the counsel for | 


A profit on paper is quite different | 


stress the accepted business truth that | 


wrecked his business—at the expense | 


He most skillfully | 


“In the old Hunt’s Merchants Maga- 
zine of March 7, 1866, we find this: ‘But 
few goods are bought, and those only at 
the moment needed and forwarded by 
express. It is said that the express 
companies were never before doing such 
a business as at present in parcels of 
goods of all descriptions.’ 

“And again on Aug. 1, 1868, we read 
| this: ‘Dealers feel indisposed to place 
| any orders for goods which are not 
| needed for immediate requirements; 
and it is generally presumed that this 
hand-to-mouth policy will rule among 
the trade until the new cotton crop 
comes on the market.’ 

“Let us jump to the year, 1874. In 
| the Boot AND SHOE RECORDER for 
August 20 we read: ‘Country buyers 
are not buying heavily just now but 
are confining themselves to small lots.’ 
And that same estimable journal says 
a week later, August 27: ‘Buyers are 
few and as reported are not overly 
anxious to place their orders over what 
they actually want. Present season has 
been noted for small size orders.’ 

“Gentlemen, I could quote literally 
hundreds of such incidents. But it is 
so obvious’ that small quantity and 
hand-to-mouth buying is a custom sanc- 
tioned by age that to continue with 
quotations would be merely to over- 
burden you with facts you already 
know. 

“My friend the district attorney has 
attempted to prove that my client has 
not taken a proper mark-down on any 
stock which might be unsalable. Of 


| course, my client has some old stock, 


every progressive merchant has, yet he 
has no justification for saying that no 





mark-down has been taken. My client 


| is a successful retailer, he keeps ade- 


quate books properly audited. It would 
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i — male shoe customer 


is a prospective customer 
for a brush and dauber .. . 
Repco Brushes and Daubers 
are convenient, durable, 
and easy to handle. Mate- 
rials, workmanship, and 
finish are of the finest. 
Feature Repco Brushes 


and Daubers and in- 


crease your profits. 





For Sale by 
Shoe Findings Dealers 











BOSTON, 


United Shoe Machinery Corporation 


MASSACHUSETTS 
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WHERE TO BUY 
Athletic Shoes 


i i a lel 


@THCO 


GOLF SHOES 
No. C340—All sizes in stock 
for immediate delivery. 
Write today for complete 
b catalog of ATHCO Ath- 
' letic Shoes. 
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WHERE TO BUY 
Spats 


6 hh a oe 


eee 
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The world's finest spat 
—backed by one of the 
greatest national ad- 
vertising campaigns 
ever run for Spats— 
supported by display 
cards, newspaper mats, 
a handsome box. 


Priced to retail 
$1.50 to $5.00 
Write for 
samples. 


é = . 4 
Watch Standard” Spats in 1930 
S. Rauh & Co., 650 Sixth Ave., New York 
poodles at at wed Aiea Mee cases tae tte ett 








Spats and Shoe 
Ornaments Create 
Customers and 
Confidence 
We are the oldest 
mfgre. of spate and 
rhinestone shoe orna- 
ments in the Middle 
West selling direet to 

the dealers. 

MANOLIS MFG. OO. 

4248 Ne. Crawford Ave. 
Chicago, tli. 











CHURCH’S 
Imported LINEN Spats 


Sh Gay en Ge, Ae Ges 
Good for formal and theatrical affairs. 


LYONS &2 OOMPANY 
Duane &St., New York, N. ¥. 











i Lon 
Fr. 
“ CE Or vd . Ss 


GREATEST SPAT LINE 
OF THE INDUSTRY 


r but priced considerably lower 


“re EnMtAl SPAT MFG. CO OENVER "0 $ 


be an insult to your intelligence to 
bring evidence that he performs the 
obvious practice of depreciating, when 
necessary, any unsalable stock. My 
client’s skill in buying, a practice in- 
dulged in by the big department stores 
as shown by that leading retailing au- 
thority, Mr. Manix, is proof of the 
soundness of his judgment, and the skill 
of his buying. Such a man would ob- 
viously follow a sensible depreciation 
procedure. 


“Several witnesses testified that their 
business with Mr. Phelps was un- 
profitable. This may or may not be 
true, there is no accounting data be- 
fore us to prove the truth of their 
testimony. I do not suggest the wit- 
nesses lied, but I do state that they 
did not know whether the business was 
profitable in such. 


“Other witnesses called by us were 
definite in their statements that they 
liked my client’s business, obviously be- 
cause it was profitable. These witnesses 
are still selling to my client, an evi- 
dence of the sincerity of their belief. 


“I submit it to you gentlemen that 
the statement that the orders received 
by vendors from my client were un- 
profitable is erroneous. These vendors 
know what size order was necessary to 
insure a profit. Yet, they accepted 
orders they claim were unprofitable. 
Is it reasonable, do you think? There 
is no law to make them sell at a loss— 
yet they took the business. 


“Possibly some other reason caused 
the stopping of the business. The wit- 
ness Lyons said he would not sell to 
Mr. Phelps—but he did not say this 
until after my client had told him to 
get out, and that he would buy no more 
from him. Rather significant that, 
isn’t it, gentlemen? And is it not fair 
to assume that these other vendors who 
are not selling to my client do not do 
so because they do not have the op- 
portunity? 

“The research expert Carr tried to 
make a case for the prosecution out of 
the fact that in some cases advanced 
booking has declined. He was later 
made to admit that in other cases— 
notably men’s clothing—that advanced 
booking had increased. 

“Yet, on such flimsy evidence he 
wishes to deduct that the size of hand- 
to-mouth orders were getting smaller, 
that my client, and other retailers gen- 
erally, were placing orders of a unit 
value so low as to be unprofitable. 
“This is not borne out by facts. Cer- 
tainly in wholesale groceries the unit 
order in 1922 averaged $32.44, while in 
1927 it has dropped to $28.20, but 
surely such a decline is too trifling to be 
worth considering especially when many 
— have increased their unit 
sale. 

“Allow me to quote further figures 
from Leverett S. Lyons’ book, ‘Hand to 
Mouth Buying,’ page 107. In 1922 the 
unit order on jewelry was $76.62, and in 
1927 had declined to $69.49. Note, 
gentlemen, I am quoting declines, which 
tend to bear out the evidence of the— 
er—expert Carr. Let us squeeze all 
the evidence we can in his favor. But 
note this: Unit orders for cameras in 
1921 were $63.11, while now they are 
$73.37. Optical goods in four years 
climbed from $43.62 to $46.29. But 
why go on. It is evident that the unit 
value of orders is not affected by the 
falling off of advance orders. 


my client’s case, yet as the district at- 
torney has tried to make capital out of 
such indifferent material, [ am com- 
pelled to show up its falsity. 

“To put the matter baldly and bluntly 
as is befitting when talking to practical, 
sensible business men such as you 
gentlemen the facts are these: 


“My client Mr. Phelps is conducting 
his business, conducting it profitably 
enough to bring up in comfort a large 
family. He is using creditable caution 
in buying and in so doing is following 
a custom established at least fifty years 
as I have shown. Surely it is a late 
day to bring up this matter even if 
there was some justification for it, 
which is obviously not so. 

“He has, and is, buying in small 
quantities whenever his judgment dic- 
tates. By so doing he varies his offer- 
ings and so makes a wide appeal to his 
customers. The concerns from which 
he buys are glad of his patronage— 
they could refuse to sell if they felt it 
unprofitable to do so. But they want 
his business and the reason is because 
it pays them. 

“T ask you to give my client the 
verdict of ‘not guilty’ which is so ob- 
viously due him.” 

When Brent sat down it was obvious 
that he had strengthened the case for 
the defense. Instinctively everybody 
turned to Judge Braddock to hear the 
instructions to the jury. 

“Gentlemen of the jury. You have 
heard the evidence so ably presented to 
you. It is now your duty to retire, 
and weigh and analyze the evidence. 
Both the noted members of the bar who 
have conducted the case have been fair 
and I believe you have facts enough 
on which to arrive at a verdict. 

“T must, however, remind you that 
while facts are facts, you must only 
consider these facts which bear on the 
case. Much valuable testimony on 
business procedure has been presented 
which, however, does not bear in the 
case being tried. 

“The facts of the case are these, 
gentlemen. The prisoner, James Phelps, 
is accused of buying goods in such smal! 
quantities that the vendors lose money 
on them. Further, that he scatters his 
orders among so many vendors that the 
total yearly business with each vendor 
is so small as to be unprofitable. 
“The fact that the vendors are free 
agents and may or may not be taking 
business at a loss is not a point of con- 
sideration. The vendors may or may 
not be equally guilty or equally in- 
nocent with the prisoner. But they are 
not on trial. 

“Consider carefully and fairly th 
evidence which bears directly on the 
case, dismiss all evidence which is ir- 
relevant and do not allow your cog- 
nizance of it to influence your judg- 
ment either way. 

“You will now retire. If further in- 
structions are needed it is your privi- 
lege to ask for it.” 

The Court adjourned and the jury 
filed out into the jury room to consider 
their verdict which they were ready to 
give the next morning. 

The analysis by Judge Braddock 
proved of unusual interest. It is said 
that the Court’s summarizing has es- 
tablished a business procedure which 
will become the standard for all buyers 








“This matter has little bearing on 


and sellers to follow with regard to the 
points at issue. 
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PRONAD BOX TOES 


Trade-mark 


Product of Adams Mfg. Co., Established 1829 










Correct Dodge 


for all Occasions 






WILLIAM G. DODGE SHOE CO. 
Newburyport, Mass. 







The true shape 
of the last is 







preserved by 





Ironad Boxes 












DAVIS BOX TOE CO., °c 


IRON BOX TOE AGENCIES 
NEW ENGLAND CHICAGO CINCINNATI 















CANADA 





McDowell & Lincoln Davis Box Toe Co. Howard Irwin Aughinbaugh & Wortman 
362 Notre Dame St., W. 21 Lincoln St. 208 No. Wells St. 1111 Sycamore St. 
Montreal Boston Chicago Cincinnati 






































There is a 
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__ BENJAMIN 
FRANKLIN 


PHILADELPHIA 
Chestnut at Ninth Street 










specially made for 


Unquestionably the ideal hotel in 
each type of footwear 


Philadelphia. Attentive service, enjoy- 
able environment, traditional hospitality 
and above all, maximum comfort, 










Offering the proper CAVALIER polish to 
all who buy your shoes will bring extra | 
} 






Twelve bundred rooms, each with bath 
Rates commence at $4.00 





| profits and incrcased customer good-will. 






Sod .xclusively to the shoe and aliied 
trades We do not sell to the drug or 
grocery trades. 


HORACE LELAND WIGGINS, Managing Direetor 






ens 







Write for information and prices. 


CAVALIER CORPORATION 
BALTIMORE, MARYLAND 


= SS cy q . 
- As Fj ‘ “4 —— 
. : 
a. ee. ea CL - ~~” wg -——- 4 | 
» ‘.- . i ar, — 
I PS ———— * va — 7 = 

; a 

ad ee | 


BooT AND SHOE RECORDER 
combining THE SHOP RETAILER, May 24, 1930 








































































le ere ll i eh elie i ee 


WHERE TO BUY 


Dancing Sandals 


Se OF 





DANCING SANDALS 
(ALSO USED IN GYM 

Ne. 188.—Made | nas 
7 tk ete Ae mon 
Im black kid. Pearl and tan 

serried in steck. Prise, 
and Purple, 850. 
BROOKS SHOE MFG. 












co. 
Ritner and Swanson Sts., Philadelphia, Pa. 








Popular Aesthete San- 
dal in Faun and 
Gray suede. Also, 

full line of danc- 
ing footwear 
and accessories. At once 
service. Send for catalog. 








Coast Representative: 
MR. A. F. WINSLOW 
5177 Casper Avenue 


Lee Angeles, California 


When Experience Is the Worst 
Teacher 
[CONTINUED FROM PAGE 27] 


I want you to remember these things 
ten years from now when you, too, will 
have become an old timer. 

“Experience tends to blind a man to 
his own faults. For instance, at our 
salesmen’s meetings we try our best to 
instruct the boys in fitting, salesman- 
ship and courtesy, calling attention to 
the faults we notice among our own 
men. 
“Yet what happens? Our old, ex- 
perienced salesmen listen with semi- 
deaf ears. Their faces have a bored 
look and their minds are thinking: 
‘This is dandy stuff for these young- 
sters. But me—say, I’ve sold shoes for 
fifteen years! I’ve heard all this stuff 
a hundred times. Don’t see why I have 
to come to these meetings anyway.’ 

“The younger men have a different 
reaction, more like, ‘This is good stuff 
for me. I’ll certainly try that on every 
customer.’ 

“Yet those lectures are made neces- 
sary more by the experienced men’s 
bad habits than by the younger boys’ 
inexperience. The older men make more 
trouble by their rash promises. It’s 
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WHERE TO BUY 
Barefoot Sandals 








GOLD SEAL BAREFOOT 











© 





BEACH SANDALS 


This new shape—so modernistio—is attract- 
ing favorable attention everywhere. Only $28 


a dozen pair for 53M, illustrated above. 
Other models from $10 to $21. Sample 
pair, of any or all models, sent on request. 


SUNSHINE NOVELTY CO. 
Dep't. A, 530 B’way, New York City 








: 





the lazy way.” 

Jim Bowman paused a minute and 
Warren spoke up: “You surely make it 
plain to me, Mr. Bowman, how foolish 
it would be for you to promise me a 
raise—ever. I’ve got to earn my raise. 


“By the sweat of your brain,” Jim 
broke in, “not by any certain number 
of months or years on the pay roll. 

“However, I’ll admit I’ve told a one- 
sided story. Experience is the very 
foundation of every shoe man’s success. 
But, Warren, the trouble with too many 
of us is this: We use experience as a 
foundation on which to rest instead of 
a foundation on which to build. 

“Employers today are looking for 
young men. They value the enthusiasm 
of youth more than the experience of 
middle age. 

“The man succeeds who is still full 
of youth’s enthusiasm, youth’s vigor, 
youth’s eagerness to learn after years 
of service have endowed him with ex- 
perience. 

“Experience can be a great help to 
you if you will use it as a ladder to 
climb on, not a crutch to lean on.” 


Milens Shoe Co. Leases Store 


Kansas City, Mo.—Milens Shoe Co. 
at Twelfth St. and Grand Ave., Kansas 
City, Md., has leased for a period of 
ten years, one of Kansas City’s most 
prominent down-town corners with a 
large ground floor area and a mezza- 
nine floor 35x50 feet. 

The Milens Shoe Co. operates two 
other stores in Kansas City at 910 
Main St. and 1120 Walnut St. Popular 








priced shoes for men, women and chil- 
dren will be carried at the new location. 


Move Offices to Milwaukee 


| 
MILWAUKEE, WIS.—The executive of- | 
fices of the Milwaukee Chair Co. have | 
removed from the American Furniture | 
Mart, Chicago, to the company’s Mil- | 





waukee plant. 
Many of the outstanding retail shoe 
stores and shoe departments of the 





country have been equipped by the | 
Milwaukee Chair Co. 





Invites Shoe Men to Watch 
Schmeling Train 


Enpicott, N. Y.—The En-Joie Shoe 
Company of Endicott, New York, has 
invited the shoe merchants of America 
to visit their factories and visit the 
training camp of Max Schmeling who 
is training for his coming fight with 
Jack Sharkey to be held at the Yankee 
Stadium, New York City, on Thursday, 
June 12. 

If you have never visited a training 
camp for a championship fight you wil] 
find a great deal of interest at the Max 
Schmeling headquarters at En-Joie 
Health Camp. Daily training bouts are 
a feature in the arena built in En-.Joie 
Park where seating capacity has been 
provided for three thousand spectators, 

A visit to the Frederick Hotel at 
Endicott, during the training perioi is 
well worth one’s time. Here you tind 
the headquarters of the press assovia- 
tions, and the halls and dining rooms 
ring with fight talk, training condition 
of the fighters, and all the jargon of 
the ring of interest to the fight fan. 

An editorial in the Binghamton Sun 
describes their visit to the training 
camp as follows: 

“In the course of training, or at least 
those parts of this mysterious process 
that are open to the public, we are go- 
ing to pick up some valuable lessons. 
We are all anxious to learn how it is 
done—how a human machine can he 
tuned up to withstand the grilling test 
of a championship battle—and this isn’t 
idle curiosity on our part. It will be 
a course in physical culture at first 
hand, a chance to watch the building 
and conditioning of the human body.” 


Alpha B. Hanson Dies 


INDIANAPOLIS, IND. (UTPS)—Alpha 
B. Hanson, age fifty-three, assistant to 
the president of the Horuff Shoe Corpo- 
ration, died Saturday, April 18, at the 
St. Vincent Hospital after an illness of 
three months. Hanson served as a 
captain of the quartermaster corps, 
United States Army, in the World War, 
and took an active part in the civic 
affairs of the city. Funeral services 
were held on Monday at the mortuary 
of Flannar and Buchanan at 3.30 p.n 
Burial was in Crown Hill Cemetery. 
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WHERE TO BUY 


Women’s Novelties 
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All leather imported Czecho Sandals 
72 pair of a color and pattern to each 


case. 
Sample cases of moulded Berts, Sonia and Riga, 
also London McKay, can be shipped for your in- 
spection from New York. 
IRWIN W. DAVID, General Manager 
THE R. STERN CO., 303 Fourth Ave., New Yerk 
Direct factory representatives 
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INNY 


Boo 
com! 


You are overlooking a decided sales advantage 


if you are not stressing the advantage of lacing 
hooks on boys’ shoes. Boys like them because 
they are quick and easy to lace. Their mothers 
like them because the boy can be taught to 
look out for his own shoes . . . Stress these ad- 
vantages with your customers . . . They mean 
readier sales. 


TUBULAR RIVET AND STUD CO. 


United Shoe Machinery Corporation, Seiling Agents 
140 FEDERAL STREET, BOSTON, MASSACHUSETTS 


CING HOOKS 
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Business Changes 


ARKANSAS — Horatio— J. Shafter (“The 
Horatio Bargain Store’’); boots, shoes, etc.; re- 
cently commenced business. 

FLORIDA—Miami—Fashion Shoe Shop, Inc.; 
boots and shoes; reported liquidated. 

Tampa— Rutland Boot Shop, Inc.; 
shoes ; ineeepe ra 

LINOIS — Cairo— M. Schwartz (Schwartz 
Sample Shoe Store) (515 Commercial Ave.) ; 
boots, shoes, etc.; removed to 7283 Manchester 
Ave., St. Louis, Mo. 

Chicago—-Hyman Glanz (7256 Wentworth 
Ave.) ; boots and shoes; sold to Morris Shapiro. 

Julius J. Holzer (1800 S. State St.); boots, 
shoes, etc.; reported sold or closed out business. 

Rothman & Warman (‘State St. Army Dry- 
goods Store’’); boots, shoes, etc.; partnership 
dissolved. 

Waukegan — Benson Clo. Co. (Ltd.) (1115 
Washington Ave.): boots, shoes, etc.; inc. au- 
thorized capital $10,000. 

I WA—Ayrshire -W. R. O’Brien (“O’Brien’s 
Busy Store’’) ; eae shoes, etc.; succeeded by 
Cmeeene A. O’Brien. 

ASSACHUSETTS — Boston — Beacon Shoe 
oun: shoe manufacturers ; name changed to 
“Deacon Shoe Co.” 

Co-Operative Novelty Shoe Co.; manufac- 
turers; capital stock increased by $50, 000. 

Newbury Shoe Corp.; manufacturers; 
authorized capital $25, 000. 

Chelsea—New York Shoe Stores, 
and shoes; recently incorporated. 

Lynn — Farena-Chaves Shoe Co.; manufac- 
turers; filed issue of $8,300 preferred stock. 

Lynn Shoe Co.; manufacturers; inc. authorized 
capital $10,000. 

Springhill—Radash, shoes, 
recently incorporated. 
MICHIGAN — Detroit — Gorski & Gratowski 
(1023 E. Canfield Ave.) ; boots and shoes; part- 
nership dissolved ; succeeded by John Gorski. 

Grand Rapids—Elliott Yeiter Schauweker Co. 
(1217 Madison S. E.); boots and shoes; name 
changed to Yeiter Shoes, Inc. 

MINNESOTA—St. Paul—Union Label 
Co.; manufacturers; inc. authorized 
$50,000. 

NEW HAMPSHIRE — Hampstead—W. A. 


boots and 


inc. 


Inc.; boots 


Inc.; boots, etc. ; 


Shoe 
capital 


manufacturers ; 


Emerson’s Sons, Inc.; shoe 
and 


William A. Emerson elected president 
treasurer. Frank W. Emerson retired. 

NEW YORK—Buffalo—Bailey Slipper Shop, 
Inc.; boots and shoes; incorporat 

Long Island City—Five Star Shoe Co., Inc. ; 
manufacturers; capital increased from $75, 000 
to $100,000. 

Irving Joseph (273 Steinway Ave.) (Astoria) ; 
boots and shoes; reported selling or sold out. 

New York City—B & F Meyer Shoe Co., Inc. ; 
boots and shoes; incorporated authorized capital 
$12,000. 

Napoli Bros., Inc.; boots and 
authorized capital $10,000. 

Plattsburg—A. . Markstone (‘‘New Stand- 
ard Shoe House’) (44-48 Margaret St.); boots 
and shoes; reported succeeded by Morton M. 
Markstone. 

Syracuse — LaVogue Shoes, 
shoes; incorporated. 

OHiO—Dayton—The Leader (122 S. Jefferson 
St.) ; boots, shoes, etc. recently commenced 
business. 

Piqua—V. L. Snyder (326 N. Main St.); 
boots and shoes; reported turned business over to 
his father. 

PENNSYLVANIA—Beaver Falls—Max Enelow 
(1319 7th Ave.); boots and shoes; removed to 
1312 Carson St., Pittsburgh. 

Nanty Gio—Louis Donofsky; boots, shoes, etc. ; 

reported will remove to Ebensburg, Pa. 

Philadelphia—Bricker Bros. (2242 Ridge Ave.) ; 
boots and shoes; partnership dissolved ; succeeded 
by William Bricker. 

Frank Miller (859 N. Marshall St.) ; 
shoes; reported discontinuing. 

Joseph Wanger (2837 N. 22nd St.) ; 
shoes; sold or closed out business. 

SOUTH DAKOTA—Vermillion—R. E. Stinson ; 
boots, shoes, etc. ; reported selling or sold out. 

TEXAS — Littlefield —- The J. H. Cain Dry 
Goods Store; boots, shoes, etc.; recently com- 
menced business. 

VIRGINIA—South Richmond—J. E. Bass & 
Co. ; boots, shoes, etc.; sold to M. T. Burke. 

WISCONSIN—Kenosha—Davis Boot Shop (261 
Main St.); boots and shoes; sold to Thomas 
Coon. 


shoes; ine. 


Inc.; boots and 


boots and 


boots and 





Failures, Embarrassments, Etc. 


ARIZONA — Globe — Tom L. Harris; boots, 
shoes, etc.; reported petition in bankruptcy. 

ARKANSAS — Conway — Craig & Gist; boots, 
shoes, etc. ; reported receiver appointed. 

CONNECTICUT — Willimantic — Abraham 
Gluskin; boots and shoes; reported petition in 
bankruptcy. 

FLORIDA — Hollywood — The Hollywood Shoe 
Store; boots and shoes; reported assigned. 

Tampa—Rogers Shoe Store; boots and shoes; 
reported petition in bankruptcy. 

GEORGIA—Savannah—I. Center; boots, shoes, 
_ reported offering to compromise at 25 per 
cent. 

ILLINOIS—Chicago—Mary F. Klebba_ (1721 
Chicago Ave.); boots and shoes; reported peti- 
tion in bankruptcy. 

MINNESOTA—Marshall—Marshall Shoe Store; 
boots and shoes; reported petition in bankruptcy. 

NEW JERSEY—Self Service Shoe Store (Abe 
Scolnick, Prop.) (88 Rees St.): boots and 
shoes; reported assigned 

NEW MEXICO—Albuquerque- —William Chap- 
lin (“‘Chaplin’s Shoe Store”); boots and shoes; 
reported offering to compromise at 20 per cent. 

NEW YORK—Brooklyn—Sterlind Shoe Co., 
Inc. (2402 Atlantic Ave.); manufacturers; re- 
ported petition in bankruptcy. 

- Vernon—Harry Schweitzer (125 S. Fourth 
Ave.) ; boots and shoes; reported called meeting 
of creditors for May 12. 


New York City—D’Angelo-Auber Corp. (53 E. 
8th St.); manufacturers; reported petition in 
bankruptcy. 

Richmond Hill— Israel Hirschborn (109-12 


boots and shoes; reported petition 
in bankruptcy. 


NORTH CAROLINA—Chapel Hill—S. Ber- 
man; boots, shoes, etc., reported petition in 
bankruptcy. 

ae Neck—R. C. Josey & Co.; boots, 
shoes, etc.; reported petitioned in bankruptcy. 

OKLAHOMA—Sulphur—A. D. Nowlin & Co.; 
boots, shoes, etc.; reported petition in bank- 


Liberty Ave.) ; 


ruptcy. 

PENNSYLVANIA—Bessemer—Sam A. Levine ; 
boots, shoes, etc.; reported petition in bank- 
ruptcy. 

Montrose—-F. W. Arnold; boots, 
reported petition in bankruptcy. 

SOUTH CAROLINA — Aiken — Jacob Wolf; 
boots, shoes, etc.; reported petition in bank- 
ruptcy 

TEN NESSEE — Dyersburg —A. M. 
(“The Model Store’’); boots, shoes, 
pl petition in bankruptcy. 

Mt. Pleasant— Tarpley Dry Goods Store; 
shoes, etc.; reported receiver . ~~ 

WISCONSIN — Kenosha —N ate Rosenthal ; 
boots and shoes; reported petition bank- 
ruptcy. 

Rhinelander—P. G. Wang: boots, shoes, 
reported petition in bankruptcy. 


shoes, etc. ; 


Stamm 
etc.; re- 


boots, 
in 


ete. ; 








New Shoe Dealers 


Chicago, UL 


ve. 

New York, N. Y.—De Zons Shop, Inc. 

New York, N. Y.—Melda Shoes, Inc. 

Brooklyn, N. Y.—Peter Crispino’s Shoe Repair- 
ing Shop, Inc. 

Sturgeon Bay, Wis.—Prange Washburn Co. 
ae Peekskill, N. ¥Y.—Dave’s Shoe Shop, 590 South 


Peter Coval, 6410 Cottage Grove 


New York, N. Y.—Emily Boot Shop, 29 W. 
46th St. 

New York, N. Y.—Levan Sample Shoes, 
Kings Highway. 

Bethlehem, Pa.—Newark Shoe Co., 125 E. 


St. 
Bath, Me. 
Roxbury, 
Washington St. 


1314 
3rd 
Hatch’s Shoe Store. 


Mass.—-Dudley Bootery, 
(Mfgr.) 


Inc., 2224 


80 


Latest Reports of New Stores, 
Failures, Embarrassments and 
Bankruptcy Proceedings 


Lowell, Mass.—Burcell’s Shoe Stores, Inc. 
Tampa, Fla.—Rutland Boot Shop, Inc. 
Evanston, Ill.—Sears, Roebuck & Co. 
Pottsville, Pa.—Sears, Roebuck & Co. 
Utica, N. Y.—W. T. Grant Co., 


Los Angeles, Cal.—5541 Santa Monica Blvd 
Ripley, Ohio—Steiber Department Store. 
Littlefield, Tex.—J. H. Cain Dry 
Ingraham, Hl.—Fulk & Sparling. 
Bobington, Ill.—J. L. Hout & Son. 
‘ , N. ¥.—Napoli Brothers, Inc. 

N. Y.—Profit Sharing Shoe ( 


New York Shoe St 
875 Broadway. 


Youngstown, Ohio—The Shoe Market, 104 E 


Federal St. 

Phoenix, Ariz. 
N. Central Ave. 

Southgate, Cal.—E. D. N. Stores, 
Blvd. and California Ave. 

Ashville, N. C.—M. Levitt, Heywood St. 

Winston-Salem, N. C.—Coupon Stores, 

Kearney, N. J.—Samuel M. 
7 Kearney Ave. 

Mt. Victory, Ky.—Carl Hyden. 

Kingsport, Tenn.—Coldiron-Pierce Co. 

Pasadena, Cal.—Sears, Roebuck & Co., 
East Colorado St. 

Wanblee, S. D.—Holland Mercantile Co. 

Weston, W. Va.—W. T. Grant Co. 

Salt Lake City, Utah—W. T. Grant Co. 

Everett, Pa.—N. L. McClain. 

Parkersburg, W. Va.—Montgomery Ward 
Co., Market St., near 9th. 

Amesbury, Mass. — Paramount Shoe 
(Mfgr.) 

Cleveland, Ohio — Princess 
Leader Bldg. 

Newark, N. J.— 
9 Clinton &t. 

Farmer, S. D.—H. B. Wait 


Enna Jettik Boot Shop. 


Shoes, Inc., 


Cuyahoga Falls, Ohio "Falls Cut Rate Stores, 


Inc, 


Washington Court House, Ohio—O. L. Taylor, 
-Leopold Klein Clothing 


Court and North Sts. 
New Orleans, La.- 
Co., 1312 Canal St. 
Los Angeles, Cal. 
Main St. 
Newark, N. J.—B. L. Barnhard, Inc. 
Newark, N. J.—Mullins 
Inc., 218 Market St. 
New York, N. Y. 


Ave. 

New York, N. Y. 
Jamaica Ave. 

New York, N. Y.—Art Shoe Shop, 


45th St. 
Earlington, Ky.—The Noble Store. 
Columbus, Ohio—Robert Lee Men’s Shop, 
West Long St. 
Tulsa, Okla.-Thom McAn Shoe Co., 221 
Main St. 
Haverhill, Mass. 
St. (Mfgr.) 
Trenton, N. J. 
Broad St. 
Springfield, Ohio—Isaac L. Goldberg Co. 
Louisville, Ky.—Golden Bootery. 
Baltimore, 
705 Poplar Grove. 
Tolleson, Ariz.—A. H. Adams. 
Duluth, Minn.—Kelly & Raihill, 
& Co. 
Hopkins, Minn.—Ted Marker. 
Marshalltown, Iowa 
Hubbard, Ilowa—-M. H. Johnson. 
Washington, Iowa 
Winner, S. D.—-Kisling & Smith. 
Seneca, S. D.—-M. E. Wood. 
Bryant, S. D.—Bouchard & Son (soon) 
Aberdeen, S. D.—-Golden Rule Store. 
Houghton, S. D.—¥. H. Holdhusen. 
Concord, Minn.—Jap & Arnold Childs. 
Holstein, Neb.—Routh & Hendricksen. 
DeWitt, Neb.—-O. G. Munyan. 
Wakefield, Neb.—Burman & Soderberg. 
Hastings, Neb.-Brown-Eckberg Co. 
Wauneta, Neb.—C. W. & H. T. Touzalin. 
Omaha, Neb. — Rend, Shriner & Urner, 
15th St. 
David City, Neb.—Jack Harper. 
Orleans, Neb.—-McGeachin Store. 
Washougal, Wash.—W. D. Fitzgerald. 
Wallace, Idaho—S. S. Crawford. 
Seattle, Wash. 
Seattle, Wash. 
wood. 
Carlton, 


Carl Newman, 1904 


Albee Shoes, 


106 


Richard Shoe Co., 


O'Neill Shoe Shop, 176 


Max Rognisky, 7315 


Wash.—-John Mackey. 
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Economy Shoe & Novelty Co., 


Department Store, 
166 Flatbush 
Boston Shoe Market, 160-11 


24 Essex 


Md.—Goldsmith’s Department Store, 


Welch-Moore Shoe Co. 


108 Bleecker 


Goods Store. 
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WwW. 


33 


Ss. 


S. 





eare Stack 


Higgin Department Store. 


214 


Hanan & Son, Pine Center. 
Green- 


Boor 
combi 


plan to participate in 


= ! Scholls 
FOOT COMFORT WEEK | 
JUNE 14 1021 


Write at once for window trim material and 
newspaper electros to tie up with this great 
shoe store event. 


|| he TF lS lm * 














Greeley’s House Slippers 


Ladies’ Black Vici Kid 1 
Strap Slipper, Quilted Seck, 
Sewed, Turned, Leather Sols. 
Right and Left Las. 
Whole Rubber Heel. 
12 pr. lots, $1.35; 
36 pr. cases, $1.30 
per pair. Stocked. 


' A. W. GREELEY 





12 Duncan Se, Haverhill, Mass. 








“MANCHESTER” 


(Trade Mark Reg. U. 8. Pat. Off.) 


Curved Jaw Nipper 


rooms of the national leaders in the shee and lea ther 
industries are maintained bere all year round. 

The only Nipper, just the right shape to cut out tacks on Desirable office space for approved tenants. 

inside of shoe. Curved jaw enables cutting close to insole. 
Made of high-erade tool steel, nickel plated. Specify Genuine 


Curved Jaw “Manchester” when ordering. ‘ MARBRIDGE BLDG. co., INC. 


PRICE $4.00 1828 Broadway New York 
P. W. WHITCHER CO. Boston, Mass.—Chicago, Ill. 


C NEW YORK’S NEWEST » Hotel Claridge 


1000 ROOMS, BATHS and SHOWERS BROADWAY AT 44th STREET 
SERVIDORS—CIRCULATING NEW YORK CITY 


ICE-WATER $ Catering to the 
RADIO IN EVERY ROOM DAILY 
SHOE and LEATHER 


The NEW Hotel INDUSTRY 


mY, | C T Oo R i A Largest and Most Comfortable Sample Rooms 
in New York 
Moderate Rates. Under New Management 
\ 7th Ave. at SIst St.: a New York 7 Wire Reservations at Our Expense 
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SALESMEN WANTED SALESMEN WANTED 











HIGH QUALITY—Materials and Workmanship a J » AGENTS 
Infants’, Children’s and Misses’ Welts MANUFACTURERS AG 2 
With permanent show rooms in Lo 
WANT SALESMEN Angeles and San Francisco ~~ lookin; 
y) for Agencies of popular and mediu 
Straight Commission Basis—liberal. . "s Yomen'’s, Children’s an 
ee Wreck’ Shoes io sell to the Volume trad 
. i . i i Corres ‘ 
All in-stock—Up-to-the-minute styles—Excellent manufacturing facilities, a pone g gee Arizona. Correspond 
Real opportunity for the right man. i é . ™ 
Address B-820, care Boot and Shoe Recorder, 239 W. 39th St., New York, SCHWARTZ & BURKE 
328 Union Insurance Bidg. 
1008 West Sixth Street 
Los Angeles, California. 


various sections Write for 




















Traveling Shoe Salesman 


Oue “—_- jaae a 2 ladies’ novelty LINE. WANTED~—Salesman with follow 


shoes andle - J line of shoe desires Infants’ and Children’s popular | 


SALESMEN WANTED 
Gonpente . side. im line. Commission basis, Turn Line for Greater New York and 


Several very desirable territories St cain te a ae oe <A BR 
now open. Among them, California, : 4 exact territory covered, in frst Jersey. ae oo aces ng ve 
Texas, Mississippi, Kansas, Mis- ter. ‘ Recorder, 239 West 39th Street, New York, 
souri, Georgia, Ohio, Pennsylvania 
and others, to salesmen who desire 
permanent and profitable connec- 
tions with large Saint Louis manu- 
facturer and distributors of ladies’ 
in-stock novelty shoes to retail at 
popular prices. When applying 


Address B749 care of Boot and Shoe Re- 
corder, 239 W. 39th St, New York City. 














FOR SALE 


ALESMEN to sell in stock line of McKay 
novelties. Commissions paid weekly. State HOE store, including four-flat building, ( 
. References in application. Address B-797, care and Ashland, business center. Shoe 
give age and road sales experience. Boot and Shoe Recorder, 239 West 39th ness established thirty years. Paul Tych 
s 6230 Ashland Avenue, Chicago. 


Address B-827, care Boot and Shoe Street, New York, N. Y 
Recorder, r Le 5 : : 
York " . a — — . , OR SALE—Shoe store in growing indust 
ii SALESMEN—Calling on retail shoe trade to city of western Pennsylvania. Main street 
sell the best popular priced line of SPATS cation, well established business. Small ca; 
on the market. Box 174 Galion, Ohio. required. Opportunity for progressive 
chant or chain store. Address B-815, « 
Boot & Shoe Recorder, 239 West 39th Str 
New York, N. Y. 


























S! Ise SALE SMAN WANTED to sell ANTED—Salesman to handle our line of 
TOOTSIES” Better Shoes for Infants and High Grade Spats. Side line on a commis- 
Children. Made by Master Craftsmen to re- sion basis, in Northern half of Pennsylvania , 
tail at reasonable prices. Styles are up-to and Western New York. Must have an estab- AMILY Shoe Store for sale. Outstan 
date, scientifically correct and there is an en- lished trade. One living in Buffalo and travel- Opportunity in Illinois City. Populat 
viable ten-year reputation behind them. Line ing by auto preferred. Liberal commissions. 14,000. Established 25 years. Very good 
has many exclusive features that recommends The W. W. Warner Manufacturing Co., 317 of trade. One hundred per cent location. 
it to the trade. States open are South Caro Sycamore Street, Cincinnati, Ohio dustrial and_ Farming community. — . 
lina, Georgia, Alabama, Florida, Llinois (with , ‘ i B-824, care Boot & Shoe Recorder, 239 
exception of Chicago), New York (with ex- 39th Street, New York 
ception of Greater Néw York), Kansas, New 





HE following territories open for live wire 





Mexico, Montana, California, ‘Oregon, Wash- 
ington, and all of New England (with excep- 
tion of Boston). Commission basis. Give ex- 
perience and references in first letter. Ad- 
dress: TOOTSIES, INC., Rochester, N. Y. 





SALESMEN wanted to carry a complete line 

of spats and shoe ornaments as a sideline. 
Manolis Manufacturing Co., 4248 No. Craw- 
ford Ave., Chicago, II. 





ALESMEN: Large stitchdown house making 

medium priced merchandise; several openings 
for good reliable men on commission. State 
experience, and territory covered. Address 
B-823, care Boot & Shoe Recorder, 239 West 
39th Street, New York, N. Y. 


salesmen to carry as side line on 7 per cent 
commission basis strong attractively priced line 
of children’s stitchdown shoes. Instock Depart- 
ment. Western New York, Kentucky and Ten- 
nessee, Iowa, Kansas, Montana and Wyoming, 
Northern Illinois, Ohio, Louisiana, Mississippi 
and Alabama, Virginia and West Virginia. Ad- 
dress Style Shoe Mfg. Co., Box 16, Milwaukee, 
Wisconsin. 





HELP WANTED 


XPERIENCED fitting room foreman ladies’ 

footwear for Philadelphia factory. State 
experience, etc. Address B-826, care Boot & 
- sed Recorder, 1201 Chestnut St., Philadelphia, 
a. 





POSITION WANTED | 





ETAIL Store Executive, with 13 years 
experience in shoe line, can manage or | 
for store or department; five years with sh « 
establishment; 35 years old and American; be-t 
of references. Address B-821, care Boot 
Shoe Recorder, 239 West 39th Street, N¢ 

York, N. Y. 





RETAIL Store Executive; young man, 
years’ experience in shoe line, can qual 
as buyer and manager; have been connect 
with 5th Avenue house last four years; <« 
furnish best references. Address B-822, ca 
Boot & Shoe Recorder, 239 West 39th Stre: 
New York, N. Y 








be counted. 





CLASSIFIED ADVERTISING RATES 


The rate for “Position and Lines Wanted” advertisements is 4 cents per word for all undisplayed advertisements. Mini- 
mum charge 75 cents. For all other classified advertisements the rate is 7 cents per word. 
a box number is desired twelve words should be added for the address. 


The rate for all displayed classified advertisements is $5.00 an inch with a maximum of 45 words. 


Classified advertising is payable in advance. 
ws Advertisements for this page must be in our New York office on Friday of the week preceding publication. @@ 


In all other cases each word of the address should 





Minimum charge $1.25. When 
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POSITION WANTED 





POSITION WANTED 





— 





the shoe manufacturing business. 


MANUFACTURING EXECUTIVE 


This man, forty years of age, is thoroughly equipped for any department of 


He has achieved a remarkable record of wide and successful experience in 
leather, systematizing, costs and in every phase of operating—particularly on 
women’s and children’s shoes. This record, enhanced by his reputation for 
sound business principles, warrants the consideration of manufacturers requiring 
a reliable manager or assistant to the head of a large organization. 


Address B-816, care Boot and Shoe Recorder, 
239 West 39th Street, New York, N. Y. 











TILTS ATANY ANGLE 


$2.75 Half Gross 


Guaranteed to give 100% 
Satisfaction 


M. D. POLLINGER CO. 


416 Victoria Bldg. St. Louis, Mo. 














SALESMAN with 12 years success- 
ful road experience seeks connec- 
tion with some reliable manufac- 
turer or jobber. 

Address B-817, care Boot and Shoe 


Recorder, 239 West 39th Street, 
New York, N. Y. 

















FOR LEASE 





)R LEASE—Ladies’ shoe department on per- 
sentage. Corner, best location Beaumont, 

exas, popular price. Exclusive Dress Shoppe, 
umont, Texas. 








~ WANTED TO PURCHASE 








If you contemplate selling your 

entire or surplus stock com- 

municate with us. Prompt at- 

tention given. 

KIRSCH-BLACHER CO., INC. 

624 Broadway New York 
Phone Spring 1443 








We are open to 


BUY FOR CASH 


retall stocks of SHOES—GENERAL MER- 
CHANDISE — Unexpired leases assumed 
POSTER @ DEUTSCH 


436 Grand St., New York City 
Phone Dry Dock 0352 








TO BE SURE YOU RECEIVE 


HIGHEST PRICES 


for your retail odds and ends, entire 


Export Surplus Purchase Co., Inc. 
506 Broadway, New York, N. Y. 
Telephones Canal 6874 and Canal 6665 














BUSINESS OPPORTUNITY 





YOU CAN HAVE A BUSINESS PRO- 
FESSION OF YOUR OWN and earn big 
income in service fees. A new system of 
foot correction; readily learned by any- 
one at home in a few weeks. Easy terms 
for training; openings everywhere with 
all the trade you can attend to. No capi- 
tal required or goods to buy; no agency 
or soliciting. Address Stephenson Labora- 
tory, 21 Back Bay, Boston, Mass. 
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MERCHANTS’ NEEDS 











VENUS FOOT APPLIANCES 
VENUS ARCHES 
VENUS ARCH SUPPORTS 
Everything for the feet. 
Anderson Endrea Foot Appliance Co., not Inc. 


Security Building, Madison & Wells Sts. 
CHICAGO, IIlinois 


Window Decoration 
and maker of 
Artistic Price Tickets 
Latest tn Imported and Domestic Roll 
Paper, ete., in Season. 

Samples mailed free on request. 
BMIL RUBLAOK 
1486-143 West Seonpway. 
Betadbehed 1908 New York 














VANITY BOWS 


Successful With the Trade 
Since 1910 


With the increased demand for 
leather shoe ornaments, the service 
of a specialized bow manufacturer 
becomes essential. 


Our fall samples, ready for your in- 
spection, will be sent on request. 


Our fall line consists of bows for 
ladies’, misses’, and children’s shoes. 


We sell to manufacturers only. 


VANITY NOVELTY WORKS 
1261 Atlantic Ave., Bklyn., N. Y. 





POMPOMS AND ORNAMENTS FOR 
PPERS 


SOFT SOLE SLI 
The right merohandiee at the right price. 
Ramples sent on rr 


eoquest. 
THY-GRADE SLIPPER SUPPLY CO. 
GO2 Kroadway 


New York City 














WINDOW 


IDISPLAY FIXTURES | 


SEGALLé SONS 


933 ARCH ST. 
PHILADELPHIA, PA. 
ARE BUSINESS GETTERS 
. SEND FOR CATALOG, 





STEEL ADVERTISING 
COMMODITIES for 


CREATING 


Button Hooks 
Boot Hooks 
Shoe Horns 
Put Back (seap- 
stone) Shakers 
Window Reachers 


Maple Handle Window Hooks 7 we 


J. L. SOMMER MFG. CO. 3; 


NEWARK NEW JERSEY 
LARGEST MANUFACTURERS IN THE WORLD 





WOVEN 
FF N=) BS 


The DISTINCTIVE and 
PERMANENT MARK 


F.H.KLUGE 
WEAVING CO. 


3oS-S39W 347 ST. Y.C. 
Phone WISCONSIN 8130 














MERCHANT'S’ NEEDS 








MERCHANTS’ NEEDS 








CHICAGO 








THE HECHT FIXTURE CO. 
233 South Wells St. 


This Complete Set 
No. 563-C.G. 


$66.23 


Consists of 31 pieces 
Combination 


Glass and Metal 
Write for Catalog 27 
showing large line. 

Send for Samples 
Window Fabrics 
and Valances 
Everything in Fix- 


tures 











Milb: adt 
Rolling Step Ladders 


Bmable you to reach your 
highest shelves convenient- 


ly. 
They last a lifetime 
and 


Are made in any style, 
pe or size to fit any 
kind of shelving. 


Write for general catalog 
and let us suggest the 
vest ladder for your use. 


Milb radt 
Manufact uring Co. 
Established 1896 


2416 No. 10th Street 
ST. LOUIS, MO. 











BLANCO 
KEEPS WHITE SHOES 
WHITH 
Im tubes ready for use or is 
cake form 


& CHAMBERLIN 


HARRAR 
Cee sours Tea tus tethee erirte 











Everything for’ Your Windows 
ateristic Displays and 
Backgrounds 
Artifivial Flowers, Vases, Windew Fixtures, 
Polatings, Settings, Seenes, Velour Papers, 

Borders, Ribbon Gerders, Occorstive 
Papers, Puffing, Fells, Flitters, Valences, Drag- 
lag Material, Grass Mats. Send fer Fang 

let. Price Tickets. 
DAVE’S DISPLAY DECORATIONS 
118 West Broadway, New York 














CSTABLISHIO 


LABELS 


and 
SHOE CARTONS 


EXCLUSIVE BUT NOT EXPENSIVE 
SAMPLES UPON REQUEST 


Aalon 


| FRANK’C. MEYER Coxe 
6nd wwe use 


P in 
2e}-27) LEXINCTON AVE , BRODKLYN. NY 
AMERICA'S CREATEST 
SHOE CARTON & LABEL MFCS 








This good-looking, com- 


fortable chair will help 
you create a stylish, 
inviting atmosphere in 


your shoe store. There 
are many other attrac- 
tive styles, also. 


HEYWOOD-WAKEFIELD 


Baltimore Los Angeles 

l‘oston New York 

Buffalo Philadelphia 

Chicago Portland, Ore. 
San Francisco 








Gutman Opens New Shoe 
Section 


BALTIMORE, Mp.—Julius Gutman & 
Co., department store, Park Avenue 
and Lexington Street, Baltimore, Md., 
known as “Baltimore’s Cash Store,” 
has opened a new shoe shop on the 
second floor, adjoining the women’s ap- 
parel sections, where shoes of a better 
grade will be featured. Heretofore this 
store maintained only a downstairs or 
basement shoe section. The compara- 
tively recent substantial addition to the 
store, plus a rearrangement of depart- 
ments and additions, has made it pos- 
sible to open this new shoe section for 
women. The store will continue its 
basement shoe section, which is now 
more than three times its original size. 


84 


Rhodes Bros., Tacoma, Wash., 
Remodel Shoe Department 


SEATTLE—In order that its patrons 
may enjoy the comfort of purchasing 
their entire ensemble on one floor of 
the store, Rhodes Brothers, Tacoma, 
Washington, have moved their shoe de- 
partment to the Fourth or Apparel 
Floor. The removal is but a small part 
of a program of remodeling the entire 
store at a cost of $180,000, now in 
progress. This will make the institu- 
tion modern in the extreme. The new 
shoe department is one of the first to 
be finished and settled and is an in- 
dication of what the whole floor is to 
be like. 

Carpets are of fuchsia shade, walls 
and woodwork of a soft green, high- 
lighted with silver, giving an extreme- 
ly restful effect. There are attractive 
niches with concealed lights, used for 
displays of shoes, hosiery, gloves, 
purses, etc., featuring ensembled dis- 
plays. Divans and chairs and the long 
low benches used by the salesmen are 
of overstuffed type, upholstered in 
green brocade. Stocks are all con- 
cealed, save for the spot displays in 
the niches. 

C. E. Epplen is buyer and manager 
of the department, having come but 
recently from Spokane where he was 
with Culbertson’s Department Stor: 

The new department is a credit 
any store and Tacoma women are re- 
sponding with generous patronage. [n 
spite of the disorder attendant upon 
remodeling, department totals are well 
above last year’s average. 





Brockton to Study 
Export Possibilities 


BrRocKTON, Mass.—The _ industrial 
committee of the Brockton Chamber of 
Commerce has arranged a meeting of 
Brockton and district shoe manufac- 
turers for April 16 when Hugh Butler, 
former commercial attache at the U. S. 
embassy in London, and Arthur B. But- 
man, chief of the shoe and leather divi- 
sion of the U. S. Department of Com- 
merce, will come here to offer sug- 
gestions as to how shoe manufacturers 
in this section may obtain foreign busi- 
ness if they so desire it. The meeting 
will be under the direction of Vice- 
President Glen M. McCrillis. 





Stock Offered Employees 


HAVERHILL, Mass.—The Nationa! 
Shoe Co., this city, one of the five 
branches of the National Consolidated 
Shoe Company, this week made avail 
able to its employees stock in the com 
pany in limited amount. The issue of 
stock was announced through printed 
information passed to the employee 
with the recommendations of the offi 
cials of the company. The purchase of 
stock is optional, the purpose being to 
make the investment if desired. 


Leather Lined Slippers 


WAKEFIELD, MAss. — L. B. Evan 
Sons Co. are bringing out a new lin 
of house slippers, of the D’Orsay style, 
lined with leather instead of satin, and 
carrying heels, of the Cuban or Loui: 
style. The slippers are turn made. The 
shoes are for morning, afternoon 01 
evening wear about the house, and they 
also are recommended for piazza wear 
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New Edition Soon 
Shoe and Leather Lexicon 


We are ready to take orders for May Ist de- 
livery of the new and revised Shoe and Leather 
This handy book of the trade is in its 


Lexicon. 


sixth edition, over 100,000 copies now in use. 


Price 50 cents. 


Boot and Shoe Recorder 
New York, N. Y. 


239 West 39th St. 


Shoemen Participate in 
Foreign Trade Conference 


BosTON, Mass.—The Keen interest 
of New England shoe manufacturers 
in export trade was manifested by the 
presence of representatives of many of 
the larger companies at the one-day 
All-New England Export Conference 
held here May 14. One of the outstand- 
ing addresses of the evening banquet 
was that of Harold C. Keith, president 
of the National Boot and Shoe Manu- 
facturers’ Association and head, also 
of the George E. Keith Co., of Brock- 
ton. Mr. Keith, who recently spent 
several weeks abroad studying condi- 
tions there, discussed the outlook for 
New England products in foreign mar- 
kets and touched, also on the tariff 
situation, issuing a warning that the 
shoe industry may meet a more se- 
rious problem in its efforts to compete 
in American markets with foreign 
made shoes. 

President from the Department of 
Commerce in Washington were Arthur 
B. Butman, Chief of the Shoe and 
Leather Manufacturers Division; and 
Wilbur J. Page, Chief of the Hide and 
Leather Division. The New England 
Shoe and Leather Association was offi- 
cially represented by its president, Wil- 
liam J. Fallon. 


L. C. Clem, Manager of 
Dunbar Pattern Office 


Boston, MAss.—Coincident with the 
appointment of L. C. Clem as Boston 
manager of the Dunbar Pattern Co., 
the local offices of the company have 
been moved from their old location at 
11 South Street to larger and more 
modernly equipped rooms on the sixth 
floor of the building at 10 High Street. 

The force of model cutters and de- 
signers working under Mr. Clem has 
been considerably augmented and ar- 
rangements made for a comprehensive 
style service to the industry through- 
out that section of New England served 
by the local branch. 





Robert Hanan Joins Shoe 
Company 


NEw York—Robert Hanan’s_ en- 
trance into the firm of Hanan & Son 
marks the fourth generation of the 
Hanan family to participate in the con- 
trol of this long established and well- 
known shoe company, with factory in 
Srooklyn. 
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Combination Last 
AAA to © 


. GIBBON CO., Inc. 





$8.50 
RETAILERS 


WHITE KID 
BLACK KID 
TAN KID 
PATENT LEATHER 


PHILA. BY MASTER CRAFTSMEN” 


= 





No. 4th St., Phila. Pa. 











Plan Tri-City Outing of Shoe | 
Men | 

York, Pa.—The York Shoe Retailers | 
Association at York, Pa., at their | 
monthly meeting, held on May 5, made | 
plans for their fourteenth annual out- | 
ing, which will be held this year on July | 
17. The members of the association 
will have their clerks as guests at the | 
outing. 

The York association is at present 
working on plans to make the outing | 
a tri-city affair, and have invited the | 
members of the associations in Harris- | 
burg and Lancaster to join with them. 
The place for the outing will be selected 
by a committee composed of Charles 
Martin, Jacob Reineberg and Roy Kil- 
gore. A committee composed of Wil- 
liam Lutz, David Lewis and Jesse 
Brown, is arranging for the entertain- 
ment, and Mose Leibowitz, president of 
the association, and Cletus Reineberg, 
compose the prize committee. 

Thirty-five members of the associa- 
tion attended the meeting, and all re- 
ported good business, with even bright- 
er prospects for the future. The York 
men are looking forward to a heavy 
sale on sport shoes and white shoes, 
for summer wear. 

Edward Reineberg, vice-president, 
presided at the meeting. Mr. Leibowitz, 
president of the association, was pres- 
ent, but owing to a recent operation 
declined to preside at the meeting. 





Supreme Court to Pass on 
Chain Store Law 


Indianapolis, Ind. (UTPS)—In- 
diana wil carry its chain store 
licensing case to the United 
States Supreme Court within a 
few days, according to George W. 
Hufsmith, deputy attorney gen- 
eral. 

The license was adopted by the 
1929 Legislature and provided for 
fees of $3 to $25 from all stores 
in the State, graduating upward 
from chains. The law was held 
unconstitutional by Judges Rob- 
ert C. Baltzell and Thomas 
Slick in Federal Court and Judge 
Will M. Sparks in Circuit Court 
of Appeals in Chicago. The court 
rulings were made in an injunc- 
tion suit filed by Lafayette Jack- 
son, head of the Standard Gro- 
cery Company. 














| man, will be associated with him. 


Spectator Sport Types Strong 


New YorK—It looks like a big sea- 
son for spectator sport types and linen 
footwear, judging from the models dis- 
played by New York retailers. White 
with brown leather trim is seen on 
every hand, with leather heels used ex- 
tensively. 

Some white lizard is making its ap- 
pearance, but the newest touch in white 
footwear is a line of white patent 
leather pumps featured by B. Altman 
& Co., trimmed with rows of stitching 
which may be dyed to match the cos- 
tume if desired. These are priced at 
$15.50. 

J. & T. Cousins shows at Kurzman’s 
an appealing opera in yellow linen with 
a scalloped embroidered tip and heel 
foxing in yellow and two shades of 
green. Printed linen and patterned 
prints in several types of opera pumps 
are favored by stylists along the Ave- 
nue and promise to reach a larger vol- 
ume of sales than they enjoyed last 
summer. 

I. Miller shows a range of slippers 
in pastel kidskins and in combinations 
of white and black, white and brown, 
and white with colored kid trim. 

Delman favors bronze kid in slippers 
for more formal wear, and believes 
bronze will be good as a high style 
note for fall. This house shows an 
opera with bronze kid vamp and har- 
monizing lizard quarter. 





Shoe Stores Increase Turnover 


PHILADELPHIA, Pa. (UTPS)—An in- 
crease in the rate of turnover of 1 per 
cent for the first two months of this 
year, as compared with the first two 
months of 1929, was accomplished by 
retail shoe stores in the Third Federal 
Reserve District, according to its Busi- 
ness Review. Stocks on February 28 
were 1.9 per cent lower than at the 
end of the previous month, and 3.3 per 
cent lower than they were at the end 


of February, 1929. 


New Wood Heel Factory 


HARRISBURG, PA.—Space has_ been 
leased in the Vernon Building, 1408 
Vernon St., by the Penn Wood Heel 


Co., which has installed machinery pre- 
paratory to starting production. Asso- 
ciated in the new concern are New En- 
gland shoe and heel men. Abraham 
Goldman of Lawrence, Mass., heads the 
new plant, and his brother, Louis Gold- 
Leo 
Berman will be supervisor. 










Boot and Shoe 
Recorder 


Serves in 


Getting More Shoes Sold Right; not 
only “more” but “right”; sold for the 
right purpose, to the right wearer, in 
the righi fitting, for the right price, at 
the right profit. This is the great 
problem of the retail shoe merchants. 
The chief purpose of Tue Boot anp 
SHoe Recorper is to help solve it; for 
this is the basic problem upon which 
depends the progress of the entire allied 
industries relating to shoes and leather, 
their production and distribution. 





A Buying Guide to 





BOOTS AND SHOES 


Athletic Shoe Co., Chicago, Il 
Ault-Shackford Shoe Co., Auburn, Me 
Ault-Williamson Shoe Co., Auburn, Me.... 


Barney’s, New York City 

Bass, G. H., & Co., Wilton, Me 
Biarritz Sandals, New York City 
Blog Shoe Co., Inc., New York City 
Brooks Shoe Mfg. Co., Phila., Pa 
Brown Shoe Co., St. Louis, Mo 
Burkley Shoe Co., Brockton, Mass 


Caperio, New York City 
Chase, W. S., & Sons, Haverhill, Mass 


Churchill & Alden Co., Brockton, Mass. 
4th Cover 


Cope. Edwin, & Sons, Inc., E. Weymouth, 


Converse Rubber Co., Malden, Mass 
Colt-Cromwell Co., New York City 
Crescent Shoe Co., New York City 


Devine & Yungel Co., Harrisburg, Pa 
om. Sanley, Shoe » Cor, Cincinnati 


Ebberts, John, Shoe Co., Buffalo, N. Y.... 
Elam, F. S., Shoe Co., Rochester, N. Y... 
Emerson Shoe Mfg. Co., Rockland, Mass. . 
Evans, L. B., Son Co., Wakefield, Mass... 


Gibbon, C. 8., Co., Phila., P: 

Gold Seal, New York City 

Golo Slipper Co., New York City 

Goodrich, B. F., Rubber Co., Akron, Ohio. 42-43 
Goodwill Shoes, Holliston, Mass 72 
Greeley, A. W., Co., Haverhill, Mass...... 81 





IN THI 


A PRESS MISINFORMED ABOUT SHOES 


HE STANDS ACE HIGH WITH KIDDIES 
Stop, Look AND Buy 


DOUBLE MEN’s SHOE SALES THROUGH 
SHOWMANSHIP 


HE CHALLENGES THE VERDICT 
THREE CENTURIES OF SHOES 

THE TRAVELING SHOE SALESMAN... 
News O’ SHOES 


BUSINESS BAROMETER 


S ISSUE 


“Kicking | ithe Shoe Trade 
Arou 


And Turns His Stock Ten Times 18 


Getting Window Attention 


By Bertram H. Carter 


Opinions by the Editor 


By Murray C. French 
By Harold Whitehead 


Garb of Man 
Change 


in Process of 


By W. L. Terhune 

Boston Fair Surveys Progress. . 
News of the Road 

What’s Doing Everywhere 


Changes, Embarrassments, New 
Stores 





Ideal Baby Shoe Co., Danvers, Mass...... 


Johansen Bros. Shoe Co., St. Louis, Mo... 
Johnston & Murphy, Newark, N. J 
Juvenile Shoe Co., Aurora, Mo 


Keith, Geo. E., Co., Brockton, Mass 
Kendall Shoe Company, Haverhill, Mass. 
= Komfort Shoe Mfg. Co., Sethwaches, 


Lampe, W. H., Shoe Co., St. Louis, Mo.. 


Maize Shoe Co., Rochester, N. Y 
Malott, H. F., Shoe Co., Chicago, II! 
Marathon Shoe Co., Wausau, Wis 
Menihan Co., The, Rochester, N. Y 
Musebeck Shoe Co., Danville, Ill 


Norridgewock Shoe Co., Inc., Norridge- 
wock, Me. 
Nettleton, A. E., Syracuse, N. Y 


Old Colony Shoe Co., Brockton, Mass 


Packard, M. A., Brockton, Mass 

Paristyle Footwear Mfg. Co., Inc., New 
York City 

Plant, Thomas G., Corp., Boston, Mass.... 


Reynolds, Bion F., Brockton, Mass........ 


Rice-O’Neill Shoe Co., St. Louis, Mo. 
2nd Cover 


Richards & Brennan Co., Randolph, Mass. 64 


Schwartz & Herder, Inc., Phila., Pa 
Shaft-Pierce Shoe Co., Faribault, Minn.. 72 
Simplex Shoe Mfg. Co., Milwaukee, Wis. .34-35 
Smart, Bob, Shoe Co., Milwaukee, Wis.... 65 
Smith, Wm. Sumner, Chicago, Ill 

Stacy Adams Co., Brockton, Mass 

Star Footwear Mfg. Co., Phila., F 

Stern, R., Company, New York City 

Stetson Shoe Co., So. Weymouth, Mass.... 
Swan Shoe Co., Baltimore, Md 

Sunshine Novelty Co., New York City.... 


Virginia Lee Shoe Co., Milwaukee, Wis. .34-35 


LEATHER AND OTHER MATERIALS 


Amalgamated Leather Cos., Phila., 
Amer, William, Co., Phila., Pa 


Barbour Welting Co., Brockton, Mass 
Castle Kid Co., Camden, N. J 
Davis Box Toe Co., Brooklyn, N. Y 


Essex Rubber Co., Trenton, N. J 
Evans, John R., & Co., Camden, N. J. 


Goodyear Tire & Rubber Co., Akron, Ohio. 40-41 
Graton & Knight, Worcester, Mass. ..3rd Cover 


Hecht, F., & Co., New York City 

Hale, Alfred, Rubber Co., No. Quincy, 
Dh stietiwuerwaketwtesobeneenaweense 

Hunt-Rankin Leather Co., Boston, Mass.. 71 


Robertson Leather Co., New York City 
Front Cover 


Or 


— 


Anders 
Inc., 


Imper! 
Lyons 
Manol 
Rauh 
Scholl 


Somin 


Whitc! 


Hy-Gr 
Reyno 


Vanit: 
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Our Advertisers In This Issue 





SHOE ACCESSORIES Milbradt Mfg. Co., St. Louis, Mo 


Rublack, Emil, New York City 

Anderson Andrea Foot Appliance Co., not ; 
Inc., Chicago, Ill 83 Segall & Co., Phila., Pa 

Shoe Form Co., Auburn, N. Y 


Imperial Spat Mfg. Co., Denver, Colo.. 


Lyons & Co., New York City 


Manolis Mfg. Co., Chicago, Ill MACHINERY, LASTS, MFRS.’ SUPPLIES, 


DRESSINGS, ETC. 
Beckwith Mfg. Co., Boston, Mass 


Rauh, S., & Co., New York City 


Scholl! Mfg. Co., Chicago, Ill 


Sommers, J. L., Newark, N. J Cavalier Corp., Baltimore, Md 


Kluge, E. H., Weaving Co., New York City 
Laing, Harrar & Chamberlin, Phila., Pa.. 
Tubular Rivet & Stud Co., Boston, Mass. . 
ag md Fast Color Eyelet Co., Boston, 


SHOE ORNAMENTS United Shoe Machinery Corp., Boston, 
14-15, 44, 


Whitcher, Frank W., Co., Boston, Mass. . 


Hy-Grade Slipper Co., New York City.... 
Reynolds Co., Providence, R. I 


Vanity Novelty Werks, Brooklyn, N. Y... 
se ee MISCELLANEOUS 


Boston Shoe & Leather Fair, Boston, Mass. 


Export Surplus Purchase Co., Inc., 
York City 


SHOE STORE EQUIPME Hotel Benjamin Franklin, Phila., 

@ wed Hotel Claridge, New York City 

Hotel Victoria, New York City 
Kirsch-Blacher Co., Inc., New York City.. 


Marbridge Bldg., New York City 
a Frank C., Co., Ine., Brooklyn, 


American Seating Co., Chicago, IIl 38 
Brannock Device, Syracuse, N. Y 70 


Dave’s Display Decorations, New York 
City 84 


Inc., Worcester, Paramount Hotel, New York City 
72 Pollinger, M. D., Co., St. Louis, 
Hecht Fixture Co., Chicago, Ill aq | Poster & Deutsch, New York City 


Hey wood-Wakefield Co., Wakefield, Mass... 84 Stephenson Laboratory, Boston, Mass... . 
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Next Week 


you will find 
in the 


Boot and Shoe 
‘Recorder 


“ OWN To The Sea In Shoes” is 

reason enough for a feature 
number built around the greatest 
yachting season ever. Four million will 
walk the deck this year. People living 
on the fringes of ocean, lakes and 
rivers are conscious of a new need for 
deck footwear. The season will be a 
long one—for the International Races 
are scheduled for mid-September. This 
issue will also show ways and means 
of moving tennis types at a profit. 


AAA 


HE five weeks of May give us op- 

portunity to prevent a summer 
slump by opening the merchants’ eyes 
to the sale of seasonable shoes—for if 
we tell him the scope and use of all 
shoe goods, he can measure the market 
in his community. 


AAA 


ONSISTENT merchandising of or- 

thopedic footwear offers a con- 
structive opportunity to keep the cash 
register singing the song of profits in 
season and out. Next week we present 
another orthopedic feature, viewing 
this important subject from a fresh 
and interesting angle. If you sell 
special feature shoes you will get a 
real thrill out of this practical article, 
written by a shoe man who knows. 


AAA 














oA ee A 


hacia: 
MIDDLESOLE 


Progress invented the great loom and banished the spin- 
ning wheel — the same spirit of progress is manifest 


today in ready acceptance of every advancement . . 


Leading shoemen, the country over have acclaimed 
Invisible Middlesole—the outstanding achievement 


in modern shoemaking 


This scientific method of bottom filling means greater 


efficiency for the Manufacturer — more sales for the 


Retailer and much more comfort and wear for the Consumer. 


BECKWITH MANUFACTURING COMPANY 


Manufacturers of Wulco Products 
Statler Building Boston, Mass. 


Xx gia, 
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